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Markle Made President 
Of Automobile Trade 


Association in Chicago 


Other Officers tichaite M. ei usdite. G. H. Bird, 
Charles E. Gambill; Retiring Officers 


Remain Directors 





Chicago, June 28.—Lafayette Markle, who has been a 
director of the Chicago Automobile Trade Association for 
years and head of its traffic and safety committee, was elect- 
ed president of the association Monday at a meeting of the 
board of directors. Markle has been prominent in this city’s 
automobile affairs and is the Oldsmobile dealer on Michigan 
Avenue motor row. —— 


Lanahan, vice-president and generai | WILLYS ADVOCATES 
3-DAY WEEK AS NEED 


manager of Dash- 
iell Motor Com- 
pany, Dodge dis- 


tribucor. viee-! IN PROMOTING REVIVAL 
H. Bird, president —eeenanenaneee 

of Bird - Sykes! Chicago, June 28.—Institution of 
Company, Gra- 


ham ___ distributor, 
secretary; Charles 
E. Gambill, presi- 
dent of Gambill 
‘s Motor Company, 
Lafayette Markley upmobile cic. 
tributor, treasurer. Bird had pre- 
viously been serving as secretary of 
the association to fill an unexpired 
term. Retiring officers who remain 
as directors include President R. G. 
Tiffany, Vice-President H. A. Weh- 
meier and Treasurer Thomas J. Hay. 


office workers as a need in improv- 
ing business conditions was advo- 
cated last night by John N. Willys, 
chairman of the board of the Willys- 


Overland Company, in an address to 
distributors, dealers and salesmen of 
the company in this territory. To- 
gether with President L, A. Miller 
and Dr. Alexander Karr, Mr. Willys 
addressed the group at a banquet in 
the Knickerbocker Hotel in connec- 
| tion with a previewing of the new 
| Willys line of motor cars. 


WILLIS CREDITS AD Mr. Willys listed three other cures | 
COPY IN NEWSPAPERS |oraer “named.” the repeat of the| 
WITH AUBURN SUCCESS 


Eighteenth Amendment, fundamen- | 
tal changes in the tariff laws giving | 

Chicago, June 28. - P. Willis of 
the P. P. Willis Corporation, han- 


broad executive powers to adjust | 
rates to meet conditions, and a long 
moratorium among nations, but no} 
dling Auburn advertising, credits cancellation of — dobie. ‘ 
newspaper advertising with a pre- The speaker also went on record 
dominant role in making that com- as believing that the automobile must 
pany’s present campaign for sales a 

success. Mr. Willis quotes statistics 

to prove the benefit that has been 


not only figure in restoring better 
business conditions, but must be de- 

derived from Auburn’s sales cam- 

pai 


pended upon to lead the way. He 
mentioned the pent-up demand due 
ign: 
“Factory shipments are 580 per? 
cent. greater for the first twenty- 


to the great replacement market as 
something to keep constantly in 
mind. He also sptked rumors of 
thres days of this new program than changes in Willys-Overland execu- 
for the entire preceding month,” 

says Mr. Willis. “Auburn stores have 

been crowded and Auburn distribu- 
tors and dealers in various parts of 
the country report record-breaking 
sales. The newspaper advertising 
has assured the public that this is 
not an Auburn ‘sale’ of obsolete 
merchandise. It is a new plan that 
starts the Auburn factories full blast, 
gives employment to thousands of 
men, puts millions of dollars in cir- 
culation, creates activity for Auburn 
dealers, increases sales and profits 
and makes the bargain hunting pub- 
lic the beneficiary of unprecedented 
values at new low prices.” 


AUSTIN DISTRIBUTOR 
ADDS SOUTH CAROLINA 
Charlotte, N. C., June 28.—South 
Carolina has been added to the ter- 
ritory of the Byars Motor Company, 
Austin dealer and this firm is now 
distributor for all types of Austin 
cars in the two states, E. H. Byars 
Jr., general manager of the com- 
pany, announced. The Byars Mo- 
tor Company has just moved into 
new and larger quarters at 500 
North Tryon Street. in the building 
formerly 0.cupied by the Oldsmobile 
agency. 


Prize 








(Continued on Page 4) 


SALES IN CHICAGO 
AREA SHOW SLIGHT 
UPWARD TENDENCY 





Chicago, June 28.—The Chicago 
Association of Commerce reports 
that indications point to continued 
improvement in both wholesale and 
retail sales of seasonable merchan- 
dise in this territory. 

One of the features noted is an 
improvement in automobile sales at 
a time when normally seasonal in- 
fluences tend to depress activity in 
this field. The mail order houses 
also report a distinct increase in 
buying. This increased activity has 
been particularly noticeable within 
the past week. 

Chicago merchants, retail and 
wholesale, are taking advantage of 
the Democratic convention to stim- 
ulate sales by price reductions. 
Special feature sales are being pro- 
moted in many sales fields. 
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Production Schedules Show 
No Decline as Half-Year Nears 


INDIANA CHEVROLET — 
DEALERS AT ANNUAL 
CONTRACT SESSION 


Lake Wawasee, Ind., June 28.— 
More than one hundred Chevrolet 
dealers from central and northern 
Indiana, convened here yesterday 
and today in their annual jamboree 
and contracting session, 
tonight for their respective homes. 

Officials of the Indianapolis zone 
and the Norwood, O., region partici- 
pated in the outing, which has be- 
come an event in this zone since its 
inauguration, four years ago. 

The annual contracting message 
was delivered to the dealers by H. C. 
Howard, zone manager, and H. B. 
| Hatch, regional manager at Nor- 
Following a brief business 
con- 
tracts for the 1932-33 season were 
signed involving several million dol- 
lars’ worth of automobiles, trucks, 
parts and accessories. 

Dealers, many of whom were ac- 
companied by their sales managers 





(Continued on Page 5) 


FEDERAL TRUCK 
HAS 70% GAIN IN 
SALES OF BODIES 





Detroit, June 28.—An increase of 
70 per cent. in business over a simi- 
lar period last year is reported by 
division of the Federal 
Motor Detroit, 
Mich, 

Many operators who have hereto- 
fore secured bodies for Federal 
chassis from outside sources have 
during the past year tried Federal- 
built bodies with very satisfactory 
results. They like the idea of buy- 
ing the body with the truck, as it 
means a great saving of time and 
relief from annoying detail, Fur- 
thermore, it means a perfectly bal- 
anced vehicle, as the body is in 
every detail correctly engineered to 
the chassis. It means also that 
there is an undivided responsibility 
on the part of the truck manufac- 
turer. 


SECOND INSPECTION 
PERIOD IN PENNSYLVANIA 


Harrisburg, Pa., June 28.—The 
second compulsory motor vehicle 
inspection period of 1932 will start 
in Pennsylvania July 1 and continue 
until September 30, the State De- 
partment of Revenue has 
nounced, 
three months’ enforcement period. 


JULY 4TH 


Due to the July 4 holi- 
day, Automotive Daily 
News will not be published 
for Tuesday, July 5. Asa 
result, the first issue of 
Automotive Daily News 
next week will be Wednes- 
day, July 6. 


Truck Company, 











left here | 


an- | 
It will be followed by a} 


| Usual Seasonal Shading Off Fails to Materialize at 
Close of June; Ford Still Holding to 
High Levels 





Detroit, June th. Neislng the wi of June, automobile 
production in this territory is holding closely to the levels 
established during the first half. This is, of course, an un- 
usual phenomenon for this time of the year, when output 

usually is falling off in preparation for the midsummer lull, 

ii an nee agg i —® The Ford plants account for the 
REVENUE BUREAU maintenance of production levels, 

While no official statement has 
ISSUES FUEL AND OIL come from the Ford Motor Com- 
pany, it is understood that produc- 
RECORD INSTRUCTIONS tion is being held at or slightly 
‘theta iinatoat above the schedule set during the 
Washington, June 28.—The Bureau first half of June. Whether the 
of Internal Revenue has just issued | Ford output will reach the 112,000 
instructions regarding the keeping units that was originally set for 
of records by dealers and others who | June is a moot question, but it will 
sell gasoline and lubricants. Cer- | not be very much under that figure. 
8 Production during the week ended 
|tain records must now be kept which! June 25 in this territory is set at 
were not called for previously. Every | about 53,000 vehicle units, which 
person selling these products must|COmpares with an estimated 52,500 
be able to show a record covering during the preceding week. 
. sid tives Seni 2tto Genoa While several factors may affect 
the pe production totals during July, it Is 
and then records must be kept for| expected here that that month will 
each succeeding calendar month. run at about the same rate as June, 
The records must show: If this proves to be correct, pas< 
; senger car output would be about 
The quantity on hand at the be-/ 3) he, cent. under July, 1931, and 
ginning of each month;the quantity | truck production about 45 per cent. 
produced; quantity purchased tax} under last July. This would be an 
free; quantity purchased tax paid; | #bnormally a — for July, 
5 on a comparative asis, even 
quantities sold tax free and tax though the actual total would ba 
paid; quantity used in production of below that of July, 1931. T 
other commodities and used other- at of July, 193 he per 
wise; actual wastage, evaporation | °¢@tage of decrease from last year’s 
and other losses, and quantity on|7e°ord is smaller than it has been 
hand at the end of each month. in many months, a natural phe 
The records must be retained for a| 2©Menon in view of the late peak 
period of at least four years from + pee this year. 
the date the tax becomes due, or, tocks of passenger cars and 
in the case of tax-free sales, for a trucks on hand are slightly lower 
period of at least four years from|*4n in the June-July period last 
the last day of the month following year. It is considered probable here 
the sale, and must be available for| ‘hat stocks of passenger cars will 
inspection at all times by interna]| > lower in July than in June and 
revenue officers. that truck stocks will be a shade 
Failure to keep proper and accu- higher. This phase of the business 
rate records is punishable on convic- | ‘5 in better _ Shape than ever. 
tion with a fine of $10,000, impris- Owe 
onment, or both, with costs of prose- CURT K. BRAUNS 
cution, and in addition a penalty 
equal to the amount of the tax not DIES IN CHICAGO 
paid. The penalties apply to officers 
and employees who fail or refuse to} ics 
keep the records. 


Detroit, Mich., June 28.—Curt K, 
Brauns, manager of the Detroit 
office of the Chilton Class Journal 
Company died in Chicago yesterday 
after a lingering illness, advices 
from that city report. 

For twenty years Mr. Brauns had 
represented automobile trade publi- 
; cations in the motor capital, first 

Baltimore, Md., June 28.—Harold the Class Journal group, then the 
G. Hoffman, commissioner of motor | Automobile Trade Journal, and since 
vehicles of New Jersey, will be one | the merger eight or nine years ago 
of the principal speakers at the oon Chilton Class Journal Com- 


MARYLAND DEALERS 
LINE UP SPEAKERS 
FOR JULY MEETING 








third annual convention of the)" Because of failing health he had 
Automobile Trade Association of | heen on an indefinite leave of ab- 
Maryland, to be held July 18 and | sence for the past six months. He 


left here at show time for Florida, 
but his condition was such that he 
stayed with relatives in Chicago un- 
| til the time of his death. 

Detroit friends of the late adver- 
tising man, headed by Henry T. 
Ewald and Ben Koether, will attend 
the funeral in Chicago Wednesday. 


19 at Ocean City, Md., according 
to an announcement made today by 
John E. Raine, general manager of 
| the association 

Six speakers already 
cepted the association’s 





have ac- 
invitation 
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in A. D. N. Con tes t—See Page 3 








EMPLOYMENT TREND 
SHOWS MOVE AWAY 


FROM MANUFACTURING 


Washington, June 23.—The trend 
of workers is no longer toward the 
manufacturing industries or the 
farm, but toward transportation and 
communication, trade, professions, 
domestic and personal service, and 
clerical occupations, according to an 
abstract summary of occupation sta- 
tistics for the United States obtained 
in the 1930 census, made public by 
the Department of Commerce. 

The only general divisions of oc- 
cupations that showed a decrease in 
actual number of workers between 
1920 and 1930, in the face of siz- 
able population gain, were agricul- 
ture, forestry and fishing and ex- 
traction of minerals. The number 
of persons engaged in the manufac- 
turing and mechan:scal industries 
showed an increase, the summary 
shows, but the percentage of workers 
in those industries fell off. 

The following additional informa- 
tion was supplied by the summary: 

The manufacturing and mechani- 
cal industries, with 14,110,652 gain- 
ful workers 10 years old and over, 
and 28.9 per cent. of all the 48,829,920 
gainful workers reported in 1930, still 
employed more persons than any 
other large occupational group. The 
total in 1920 was 12,831,879, or 30.8 
per cent. of the 41,614,248 gainful 
workers 10 years old or over reported 
in that year. 





COMMERCE DEPARTMENT 
ISSUES SALES REPORTS 


Washington, June 28.—Pointing the 
way for manufacturers and distrib- 
utors to determine accurately 
whether they are obtaining the 
maximum of profitable business in 
the nation’s major markets, the De- 
partment of Commerce is analyzing 


advertising plans in a series of re- 
ports which will cover the most im- 
portant sales regions of the country, 
according to information supplied by 
the department today. The first re- 
port, a study of the Connecticut 
market, has just been issued by the 
Domestic Regional Division. 

The Connecticut report, as well as 
others in the series, may easily be 
put to valuable use by local distrib- 
utors within the state, as well as by 
concerns marketing on a national 
scale, it was pointed out. 

The following additional informa- 
tion was supplied: 

The reports will make it possible 
for a distributor to tell whether his 
sales volume in the areas to be cov- 
ered is as great as he might expect 
it to be, and whether he is over- 
working parts of the state and 
neglecting other parts. The studies 
will enable him to determine 
whether sales efforts are gauged 
reasonably well to each part of the 
state in order to insure the greatest 


amount of profitable business. He, 


will learn whether his promotional 
efforts line up satisfactorily with the 
sales efforts and sales opportunities. 


FORD OKLAHOMA CITY 
PLANT TO STEP-UP 


Oklahoma City, June 28 (UTPS). 
—Operations at the branch assem- 
bly plant of the Ford Motor Com- 
pany here are being speeded up and, 
as soon as the 590 new men have 
been trained, it is expected em- 
ployment will be increased to 1,000 
men. 

Reopening of the plant after a 
shutdown of many months has given 
employment to many men. Plans 
call for running 100 new V-8 models 
off “the line” daily. 


GARAGE MEN PLAN" 
TRADE ASSOCIATION 


West Haven, Conn., June 28.— 
Commercial garage owners, repair 
men and car dealers of this com- 
munity are making plans for the 
formation of a local association to 
protect the interests of the group 
as a whole, according to Frank To- 
rello. 

Fifteen concerns in West Haven 
and Allingtown have agreed to join 
the association and an organiza- 
tion meeting is to be called in the 
near future. Co-operative advertis- 
ing, exchange of credit information 
and several other matters are to be 
considered. 





data for the formulation of sales and | 
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Court Forbids Neb. 
To Submit Law to 


Referendum Vote 


Lincoln, Neb. June 28.—Judge 
Frederick Shepherd of the Lancaster 
County District Court, June 21, at 
the close of an eight weeks’ hearing, 
issued a restraining order directed 
against Secretary of State Frank 
Marsh, commanding him not to sub- 
mit Senate File No. 33, the bus and 
truck regulatory law, to a referen- 
dum vote of the electors of the state 
at the general election in November. 

The court stated orally that testi- 
mony in the form of depositions 
from seventy counties in the state 
showed that three-fourths of the 
names of petitioners should be 
stricken from the list, leaving the 
petition insufficient to refer a law 
to the people. Secretary of State 
Marsh stated that he would not ap- 
peal, and H. W., Felton, attorney for 
the Nebraska Motor Transport As- 
sociation, intervenors, announced 
that the association would not ap- 
peal. The association had obtained 
the referendum petition and had 
filed it. 

Attorney General C. A. Sorensen 
said orally he was undecided as to 
whether the law will be in effect, 
pending a period of three months 
for an appeal or the filing of a 
supersedas bond, as he had received 
no information that any disposition 
had been made of a previous order 
of the District Court enjoining 
state officials from enforcing that 
portion of the law which increases 
registration fees for trucks. The 
safety features of the law had not 
been suspended, the attorney gen- 
eral said. 


BORDER PATROLS HALT 
PENN. GAS BOOTLEGGING 


Harrisburg, Pa., June 28.—Border 
patrols have aided greatly in pre- 
venting state gas tax evasions, ac- 
cording to a statement just issued 
by the Pennsylvania Department of 
Revenue. The statement follows in 
full text: 

“As part of the Department of 
Revenue’s continuing drive on gas- 
oline bootlegging, state highway pa- 
trolmen in May checked the source 
and destination of 24,479,182 gallons 
of gasoline. Patrolmen engaged in 
this duty are paid by the Bureau of 
Liquid Fuels Tax. 

“On the total gallonage checked, 
the crew of the state revenue cutter 
operating on the Delaware River 
reported on 20,918,847 gallons. At 
the Delaware River bridge heads, 
patrolmen checked 1,024,648 gallons 
entering Pennsylvania by truck and 
1,421,765 gallons leaving the state by 
truck. The harbor and bridge head 
control is made by Troop E. 

“Details of Troop C, operating in 
the western end of the state, checked 
the contents of 848 gasoline trucks 
and two tank cars. These opera- 
tions are part of the system of 
gasoline control recently established 
on the Pennsylvania-Ohio border in 
co-operation with the Ohio revenue 
agents. The Pennsylvania patrol- 
men checked 25,830 gallons entering 
and 685,751 leaving the state. Gaso- 
line checked inside the state totaled 


| 402,341 gallons. 


“The same troop investigated 1,184 
service stations. The service station 
check was to check records and is 
also part of the department’s cam- 
paign to stop service stations from 
substituting and selling gasoline 
other than the gasoline indicated 
by the trade name on their equip- 
ment.” 


TEXAS MOTOR TAXES 
EXCEED OTHER CARRIERS 


Dallas, Tex., June 28.—A. T. Bar- 
rett of Fort Worth, president of the 
Texas Bus Owners’ Association, at 
a meeting held at the Baker Hotel 
in Dallas, pointed out that the mo- 
tor bus and truck industry of Texas 
pays annually more than $10,000,000 
in taxes. He said other forms of 
transportation pay only $7,000,000 a 
year to the state. 

Among matters considered at the 
meeting here is a further separation 
of the motor bus and truck owners’ 
organization in Texas. J. C. Car- 
rington, Austin, at present is sec- 
retary for both organizations, 











} omitted the dividend on the Class B 








SCHRADER CHARGES 
PATENT INFRINGEMENT 


Brooklyn, N. Y., June 28.—A. 
Schrader’s Son, Inc., Brooklyn, N. Y., 
claims infringement of its patents 
by the Acme universal service gauge, 
No. 535, and has sent out the follow- 
ing notice: 

“We are advised by our patent 
counsel that the Acme _ universal 
service gauge No, 535, is made in in- 
fringement of the following num- 
bered patents owned by us: Reissuc 
No. 14,494, Patent No. 1,248,429, Pat- 
tent No. 1,322,884, Patent No. 1,451,- 
038, Patent No. 1,451,257, Patent No. 
1,451,307, Patent No. 1,838,166, as 
well as other pending applications 
having claims allowed therein and 
upon which patents will shortly 
issue, 

“The above mentioned gauge con- 
sists of a casing that serves as a 
handle and houses the gauge mech- 
anism and has an angular or bent 
extension provided at its free end 
with a double foot or double chuck, 
whereby said gauge is rendered 
adaptable for use on straight or bent 
or angular valve stems on single or 
dual pneumatic tires. 

“We have notified the manufac- 
turer of its infringement of the fore- 
going patents and have demanded 
that it desist from continuing such 
infringement and have instructed 
our attorneys to take the necessary 
legal steps against said manufac- 
turer. 

“The law provides that those who 
handle infringing goods are liable to 
suit for injunction and damages, 
and, while we prefer to proceed 
against the manufacturers of in- 
fringing devices, we deem it neces- 
sary, under the present circum- 
stances, to also exercise our rights 
against concerns handling this in- 
fringing device henceforth. 

“We would very much appreciate 
your advising us if any of these 
gauges have been shipped to you up 
to the date of this notice, or if any 
gauges of a similar description 
should be offered to you in the 
future.” 











RUSSELL MANUFACTURING 

Middletown, Conn., June 28.—The 
Russell Manufacturing Company of 
this city, manufacturer of Rusco 
brake linings and other automotive 
products, reports an order for 54,000 


clutch facings from a Detroit man- 
ufacturer. 


GRAHAM-PAIGE 
Detroit, June 28.—Graham-Paige 
Motors omitted the quarterly divi- 
dend of $1.75 on the first preferred 
stock due at this time. 


WILCOX-RICH 
New York, June 28.—Wilcox-Rich 


stock due at this time. Three 
months ago a dividend of 7% cents 
was paid. | 


EAST TEXAS OIL 

Austin, Tex., June 2#.—For sixty 
days from July 1 wells in the east 
Texas oil field will be allowed to 
produce fifty-one barrels a day each 
under a new ruling of the Texas 
Railroad Commission. There are 
approximately 6,300 producing wells 
in the area. 





WICKWIRE-SPENCER STEEL 

Buffalo, N. Y., June 28.—Wick- 
wire-Spencer Steel Company an- 
nounced that it would reopen some 
time this week an open hearth fur- 
nace whicn had been inactive for 
several months, 

BUS CAMPAIGN IN N. J. 
BANS SEATS IN AISLES 

Trenton, N. J., June 28.—A cam- 
paign by the Public Utilities Com- 
mission to make interstate buses 
using New Jersey highways conform 
to the commission’s specification on 
equipment, particulary the ban on 
the use of aisle seats, bore fruit 
when three bus companies prom- 
ised to remove-the seats. 

The companies are the Frank 
Martz Coach Company, operating 
between New York city and points 
in Pennsylvania; the Empire Stazes, 
Inc., between the same city and 
Schenectady, N. Y., via New Jersey, 
and the Pony Express Stages, Inc., 
between New York city and Liberty, 
N. Y., also by way of New Jersey. 
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SPARKS from DETROIT 


A Land (or Wet) Mark 


| 





Federal Rings the Bell 
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Pontiac Finds a Find 


* 


“ + 


Detroit Proud of Gaughen 





Chris Sinsabaugh—Detroit Editor 








ESPITE the depression, the widening of Woodward 
Avenue continues, the ultimate ambition being the 
finest roadway in the world. Right now there is consider- 
able activity in this work out near Six-Mile Road, within a 
stone’s throw of the Palmer Park apartment which houses 
the column conductor and what’s left of the Sinsabaugh 
family. 

All of which is leading up to mentioning that this 
widening work has just removed a landmark that is histori- 
cal in automobile annals. They’ve torn down the old cafe 
which was operated in the golden days of the industry by 
C. G. Ardussi, who specialized in French and Italian cooking, 
frog legs, fish and chicken dinners and which of late years 
has run as the Marquette Inn. 

ok + * 

IN ARDUSSI’S TIME the motor magnates used to fore- 
gather there. It is said the famous E-M-F Company (Bar- 
ney Everett, William E. Metzger and Walter Flanders) was 
organized at a dinner given there. Also that it might be said 
the General Motors egg was hatched there. Old timers say 
the big idea was first sprung at Ardussi’s. But prohibition 
knocked the props from under Ardussi. 

*” * * 

FEDERAL TRUCK for a long time has been hammer- 
ing it home to its customers that buying the body from the 
same concern which furnishes the chassis saves time, is a 
relief from annoying detail and gives the purchaser a per- 
fectly balanced body, correctly engineered to the chassis. _ 

Evidence that these points have been driven home is 
had in the business done by Federal Truck’s body division 
within the past year. There comes to this desk today a re- 
port from the company that there has been a 70 per cent. 
increase in business over a similar period last year. 

* * + 

PONTIAC FEATURING its matched pistons this year 
brings out the story of the accidental discovery of the electro- 
plating process which is the basis of the idea. Two years 
ago a set of pistons sent to the experimental department 
proved too small, having been designed originally for an 
experimental motor of slightly smaller bore. 

Then the engineers decided to try to build them up and 
see what would happen. So the pistons were given layer on 
layer of plating until the required diameter was reached. 
Put in a motor, they worked better than any previously 
tested. The softer, non-friction metal permitted a closer fit. 
Also, it was found that the operation of the pistons caused 
the electroplated metal to “flow” slightly, filling up micro- 
scopic irregularities in the cylinder walls and developing a 
perfectly smooth surface. ; ; 

Now all Pontiac pistons are made slightly under size, 
then electroplated to full size, and push-fitted individually 


by hand. 2 f 7 


WE DETROITERS point with pride to the fact that at 
the convention of the Advertising Federation of America in 
New York last week, John Gaughen, president of the Detroit 
Adcraft Club, was made,a vice-president of the big A. F. A. 
Thus Detroit shakes down two plums worth while, the other 
being Tom Henry’s election as president of the American 
Automobile Association for the tenth consecutive term. 


RAILWAYS EXPAND 











gasoline became effective last Tues- 
day, all the major marketing com- 
panies in the Texas territory ad- 







USE OF MOTOR VEHICLES 


June 28.—Railroads 





Washington, 


|/have been steadily expanding their 


use of motor trucks and buses to 
supplement their usual services, par- 
ticularly on shorthaul passenger and 
freight service. At the present time 
85 railroads are using trucks as part 
of their shipping service, involving 
a total of 10,000 commercial vehi- 
cles. 

Similarly, 80 steam railroads are 
now operating a fleet of 5,000 motor 
buses. In 1925, only 15 railroads 
were using trucks and their com- 
bined equipment consisted of 900 
vehicles. In the same year, 300 buses 
were in use by 10 roads. 


HUMBLE ABSORBS 
FEDERAL GAS TAX 

Houston, Tex., June 28.—When the 
Federal tax of 1 cent a gallon on 


vanced prices accordingly, with the 
exception of Humble Oil & Refining 
Company. With Humble maintain- 
ing the old schedule of prices, how- 
ever, the other large companies re- 
duced their prices Thursday to the 
same level. 


EMICH MOTORS TAKES 
DE SOTO IN CHICAGO 

Chicago, June 28.—Emich Motors 
Corporation, with headquarters at 
6501 North Western Ave, has just 
been appointed as De Soto and 
Plymouth degler, according to an- 
nouncement made by James C. 
Shelley, district manager for De 


Soto. President Emich of the come 
pany has for years been a welle 
known figure among Chicago auto- 
mobile dealers., » 
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This department is devoted to the interests of the retail sales divi- 


gion of the industry. 


Salesmen, this is your department. Automotive 


Daily News wants you to get something from this department that will 
help you in your work on the firing line. It wants you to pass on 
ee own experiences, successes, fai 


nd in your story in the form of 
let us get it ready for publication. 


lures to help your brother salesmen. 
a letter, or even a postal card, and 
Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. 


Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t, 


USING A NEW 





PSYCHOLOGY 


IN SELLING SERVICE 


By B. H. Roberts, General Service Manager, 
Community Motors, Inc., Chicago — . 
A new psychology in dealing with service station cus- 


tomers is proving very helpful to our business, It comprises 
gw “super service,” made possible by the introduction of 
modern equipment that tells and sells the customer in these 
days, when he generally is not in the mood to hear sales talk 
about what should be done to his car that will cost him money. 
Modern equipment for a modern service station performs 


hat function in a silent and most convincing way; in short, 


t supplies mute evidence to th 
y breaks down his natural r 


By modern equipment that will® 


achieve this desired result I refer 
articularly to the Bendix-Cowdrey 
rake tester, which registers, among 
many other service essentials, out- 
of-round drums, excessive drag, 
Blazed or greasy brake linings, 
pounds of road pull, and even pre- 
dicts, months in advance, the spot 
where a tire is likely to wear out. 

We have found that this highly 
essential equipment for up-to-date 
Service stations performs a little 
known function—that of registering 
yvexk compression in cylinders. 

To illustrate: After the car to be 
brake tested is driven in place on 
the tester, shut off the engine and 
shift into high gear, with the brakes 
free. Then start the motor on either 
One of the rear rollers of the tester, 
which will turn over the car engine 
nd the compression of each indi- 
vidual cylinder will be registered on 
the brake gauge. Any unevenness 
of compression, as indicated by the 


e car owner himself and there- 
esistance. 





o> 


| movement of the dial hand on the 
gauge, should be called to the atten- 
tion of the car owner. 

The psychology of using this 
method is simple. Say that the mo- 
torist has brought his car into your 
service station for the sole purpose 
of having the brakes tested. If a 
service man, displaying a gauge, 
were to ask him about making a 
compression test, the customer might 
resent it. But he usually is inter- 
ested in watching the brake tester 
guages and when he sees for himself, 
by the movement of the dial hand, 
that some of his cylinders have 
weak compression which accounts 
for poor pick-up or unsatisfactory 
performance of his motor, he in- 
variably will order, without any per- 
suasion, that the fault be correct- 
ed. In other words, the evidence 
has been presented to him inciden- 





ES 


(Continued on Page 4) 





HOT DOGS AND FOUR SALES 


This is the story of a sa 


lesman who spent 20 cents to 


sell four cars. And he got two hot dogs for his 20 cents, at 
that. 

Walter V. Rupp, vice-president of | this new Chevvy. It won’t cost any- 
Rupp Erothers Motor Sales Corro-|thing and you'll enjoy it anyway.” 





Yation, Chevrolet dealer at Lyn- 
brook, Long Island, was returning 
from a call on a new car prospect. 
It was long past dinner time, but 
that didn’t make so much differ- 
@nce to Walter. However, a hot dog 
Bbtand along the road horre attracted 
his attention and he stopped for a 
bit of refreshment after a tough 
day’s work. 

While he held one hot dog in his 
hand and was bathing it in a stimu- 
lating bath of mustard he casually 

ed out the remark to the pro- 

etor of the dog wagon that the 
1932 Chevvies are selling like hot 
cakes, not to mention hot dogs. 

The dog wagon man took up the 
a and allowed that he 

d to keep two cars going, one a 
big family bus and the other a four- 

ylinder rig for hacking around. | 
is partner did the same thing, he | 
ormed Mr. Rupp. Then he added 
t both of them the night before 
ad signed orders for new cars, 
hich were NOT Chevrolets. 

In his excitemert Mr. Rupp swal- 
lowed the second dog practically 
whole. Perhaps the mustard re- 
vived him. At any rate he came to 
hhis senses with tears streaming 
Gown his cheeks and murmured a 
request to take a look at the order 
blank. As he thought, no down | 
Payment had been made. 
Then Mr. Rupp sailed into action. 

owing that the cars which the 
wo partners proposed buying were 
ood rigs, he followed with: “But, 
ven though you are going to buy 

ose blink eights, I want you two 

ellows to take a ride with me in 


" 





| 


Did he whisper that he knew a 
good place where they could get 
something to wash the mustard off 
hot dogs? We do not know, but 
certain it is the two dog wagon pro- 
|prietors climbed into the Chevvy 
and the argosy was on its way. 

En route, 
salesroom and got Fred Stembler, 
his star salesman, into the car. 

Now we ask you, what chance 
did those two dog wagon owners 
stand? Not a Chinaman’s against 
the new Chevrolet, one boss and one 
high-pressure salesman. 

Before the ride was over, Rupp 
and Stembler appraised two four- 
cylinder sedans and got an order 
for a sport sedan and a sport coupe 
of the 1932 Chevrolet family. 

The Messrs. Rupp and Stembler 
prepared to end a good job by driv- 


ing in their new trade-ins, mighty | Company of Beloit, Wis., found that | rolling. 
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Retail Salesmen 
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This Is Your Page 





A. D. N. Offers Dealers $100 for Letter 


This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 
Day. Read Offer Below 


T has been decided to broaden a little the rules of the prize contest which Automotive 








Sea View Garage, 
It is more the result of a desi 


which you have accepted the c 

Our business for the first five 
months of 1932 shows an increase 
over the same period of 1931. We 
have not as yet found it necessary 
or advisable to cut wages or size 
of force. We have, however, in line 
with general practice effected a 
number of reductions in overhead, 
only to increase our advertising 
budget in proportion. 

This increase in both volume and 
profit is credited to three things. 

First, the concentration of selling 
effort. 

Second, a more intelligent han- 
dling of used cars. 

Third, an awakening to the profit 
possibility of the repair department. 

We have concentrated our selling 
effort through the use of the com- 
munity plan, placing the responsi- 
bility for percentage to price class 
in each community on one salesman. 
We have through prizes made it 
worth while for each man to strive 
for the largest possible increase in 
number of new owners in his terri- 
tory. We keep this interesting by 





tration figures each week. 

We believe our newer attitude to- 
ward used cars, while a little un- 
usual, to be intelligent also. Our 
new car salesmen in the past have 





IT 


Daily News is now running. 


Instead of offering prizes for letters from dealers who 
are doing more business than they did last year, we now include all dealers, even though 
they may not be exceeding the profits they earned in 1931. 

Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 
business may not be exceeding that of 1931. 
methods, systems or ideas that will help them get more out of this reluctant market. 
The editors of Automotive Daily News will be the judges of which letter is best, and 
prizes will be awarded by them, their judgment being final. 

Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. 

Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 


The plan is to pass on to other dealers 





your fellows the recipe that is enabling you to make money in a tough year. 


Today’s $5 Winner 





| ever possible a record is made on the 


owner's card of any and all repairs 
needed which, for some reason, we 
have not been able to sell them. In 
these cases, when a weekly special 








SCRAPPING OLD IDEAS AND 
COSTLY PRACTICES HELPED 
THIS DEALER IN 1932 


By C. A. PARKER, MGR. 


Inc., Rockland, Me. 


This letter is not written solely for competitive purposes. 


re to express our appreciation 


and offer our congratulations for the splendid manner in 


hallenge of prese 


nt conditions. 








@ 


felt abused if we refused to meet 
competition by overallowance, feel- 


ing it apparently as an affront to 
the customer and themselves as well. | 


We have after much effort suc- 
ceeded in showing them that we are 
actually doing the customer and 
them a favor by accepting a piece of 


for new. This is true, and being so, 
why should we, as dealers feel obli- 


|overallow? SBeing once convinced, 


does not interest the car owner, we 
have something definite to talk on. 
We find this a decided advantage 
and are using it more and more, 
Our shop is operating on the wage 
incentive plan, not so much from an 
economy standpoint, but in the be- 
lief that it gives the mechanic a 
much keener interest in his cus- 
tomer. 

We believe that many of the pres- 
ent hardships under which dealers 
operate can be relieved by a revision 
| of the many bad habits they have in 
the past taught the buying public. 








IOWA CHEVROLET 
DEALERS LOOK AHEAD 


| Fort Dodge, Ia. June 28.—With 
| 1933-33 contracts signed by many 
northwest Iowa Chevrolet dealers 
who met here for a conference, a 
note of optimism prevails, expres- 
sions being to the effect that bot- 
tom has been sounded with pros- 
ts for the future and 1933 busi- 





| 
| bec 


used merchandise as part payment | ness much better than heretofore. 


Officials represented at the con- 
ference from the Des Moines branch 


|gated to pay the customer a pre-| included A, Parker, zone manager; 
mium for the opportunity of doing}R. M. Campbell, 
him a favor, as we do every time we | manager; H. E. Schooley, sales pro- 


assistant zone 


}motion manager; R. R, Byer, parts 


the salesmen’s whole procedure has land service manager; K. E. Staley, 
a = a vege led = |accounting department manager; 
, . | W, FP. nell, t an - 
thought on the part of the sales- pach Charies ome Se _—— a G 
man has, we believe, been communi- | manager; LL Connell and F. s. 
cated to the customer, and this re- | Be ee ’ 


vision of an old idea now allows us 
to net a small profit on used cars in| 
spite of an increase in new car 
volume. 

Our increase in service volume and 
| profit is credited to more intensive 
up. Our advertising includes weekly | 
specials, not always at bargain | 
prices, but timely. Our owner fol- 
low-up is built around a visible card 
record and the telephone. When- | 





he Boys Came Through 


When Experts Failed’ 


Recently the Bowman Chevrolet 


A radio campaign started the ball 
All the cars were thor-| 


well pleased with themselves and/| iq pad $6,757.27 worth of used cars| oughly gone over to make sure they | 


things in general, particularly hot on hand, which had been in stock | 


dogs. But the end was not yet. 

One of their new customers sud- 
denly asked: “Would you two fel- 
lows like to sell two more rigs?” 
Would they? Does a duck swim? 
Does a colored person run away from 
a brass band in full cry? 

There being but one answer, 
Messrs. Rupp and Stembler ap- 
praised two sedans belonging to two 
relatives of the dog wagon man and 
took orders for another sport sedan 
and a five-passenger coupe. 

The net result was the sale of four 
cars, valued at $3,178, delivered on a 
net investment of 20 cents for hot 
dogs. 

And the moral is: Keep your 
eyes and ears open, even when they 
are full of mustard from @ hot dog. 


|more than the fatal ninety days, 

This just couldn’t be allowed. 
Officials of the company sent for 
an outside expert and told him to 
move in on the job. The cars had 
been taken in for more than their 
worth at the time the inventory was 
taken. This outside expert mover 
worked for several days, but simply 
couldn’t make any headway. The 
cars were well priced, in good sal- 
able condition, but the buyers simply 
did not come in and buy. 

After this had gone on for a few 
days the Bowman executives got an 
idea. The outside expert was po- 
litely bidden to move on to other 
fields. The: company made up its 
mind to move the stock itself and 
do it within twenty days. 


were in good condition. Daily sales 
| meetings of the regular Bowman 
| Sales staff were held. Every sales- 
man examined and studied each car. | 


Prices were set to meet any possi- | 
ible competition. 
| And then those boys cut loose. | 
|}In eleven days they sold forty-two | 
j}used cars and cut the inventory | 
squarely in half. Twenty-nine cars | 
were taken in trade, a ratio of 69} 
|per cent. And this was just the | 
beginning. The effects of the sale | 
continue to be felt and the Bowman | 
organization now has just thirteen | 
used cars on its lot. 
Who says new car salesmen can't | 
sell used cars when they make up 
their minds to get busy and do the 
job? 





Rupp stopped at his| Securing from our local office regis- | advertising and closer owner follow- | Cadillac distributor: 


jlounging. 


| see new lands, 


| Black, district representatives. 


|MABBETT MOTORS TAKES 
REO IN ROCHESTER, N. Y, 
Lansing, Mich., June 28.—Mabbett 
Motors, Inc., for twenty-two years 
in Rochester, 
N. Y., has been appvinted distribu- 
tor, also of Reo passenger cars and 
Speed Wagons, according to an- 
nouncement made by Elijah G. Pox- 
son, general sales manager of the 
Reo Motor Car Company. 
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A delightful, economical | 
vacation ..« + 


This summer take a Great 
Lakes Cruise. 
Long days of 
sailing thru 
regionsrich 
in beauty. 
Zestful meals. 
Restful deck 






Sports and 
dancing gal- 
ore. You meet 
new friends, 


sail home 
satisfied that 
you've had 
the best vaca- 
tion in years. 


TIONEST. 


INCIPAL 


3s 
STOPS AT ALL pp, 
ENT SaiLincs 


FREQL 


CREAT LAKES TRANSIT CORPORATION 
Frequent Sailings To and From 
Bufalo (Nags Falls), Cleveland, Detroit, Mackinac | 
Island, Sault Ste. Marie, Houghton, Duluth, 
Chicago, Milwaukee 


For full information apply any 
Tourist or Railroad Agent 


a nln Ainatatinctincinc las = 
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Slow Drivers 


P in Connecticut, which has been one of the leading 

states in the matter of adapting traffic laws to changing 
conditions, the state police and the motor vehicle autorities 
are co-operating to remove that nuisance and danger, the 
habitually slow driver, from the highways. 

Robbins B. Stoeckel, one of the veterans among our state 
motor vehicle. commissioners, who has to his credit many 
improvements in traffic regulation, has promoted this latest 
step in bending laws to meet actual conditions. If we remem- 
ber rightly, Mr. Stoeckel was the first commissioner to abol- 
ish the fixed speed limit, and in this newest move he proves 
again that he understands completely the actualities of high- 
way safety conditions. 

At first glance it might seem that the driver who habitu- 
ally rolls along the right-hand side of the road at fifteen or 
twenty miles an hour is a safe operator. He is taking no 
chances. But the trouble is that, in the present congested 
state of our highway traffic, this slow driver is causing 
innumerable other people to take chances, some of which 
result in accidents. The slow driver actually is creating a 
moving “bottle neck” in the highway. Given a crowded 
traffic condition, a string of cars will have to crawl 
along behind the slow driver, hooting and tooting and trying 
to find a chance to pass. Finally one or more of these drivers 
who have been held to a ridiculously slow pace will try to 
get by the slow man. Obviously enough, if drivers coming 
in the opposite direction are not careful this creates a condi- 
tion favorable to accidents, 

Careful drivers can move along over our highways today 
at speeds up to thirty-five or forty miles an hour without 
risk. With the roads carrying more traffic than they were 
meant to handle, it is necessary that vehicles maintain a rea- 
sonable rate of speed in order to keep the lanes clear. The 
habitually slow driver prevents this or makes it dangerous 
for other highways users. He is just as much of a menace 
as the man who drives too fast. 

Mr, Stoeckel has issued orders that his department is to 
consider all cases from the standpoint of fitness to drive. The 
man who insists on driving so slowly as to make his car an 
obstacle in the highway is just as unfit as the man who 
drives so fast as to be dangerous. Mr. Stoeckel is to be con- 
gratulated on his broad-visioned handling of a matter that 
long has needed attention. 


Atmosphere Clearing? | 
-” its current survey of the business situation, the Guar- 

anty Trust Company of New York finds that, while there 
are few tangible evidences of improvement in business, cer- 
tain recent happenings have cleared the air and give reason 
for hope, if not optimism. 

The bank cites the fact that ‘““Many minor fears dis- 
turbed the situation and obsessed the minds of men at inter- 
vals, such as the fear of a prohibitive tax on securities trans- 
actions, the possible passage of the soldiers’ bonus legislation 


Mail subscriptions to 1926 Broadway, 








RECOMMEND METHOD 
FOR ROUTING SALES 
FORCES 


A method employed to reduce dis- 
tribution expenses and to obtain a 
more complete and profitable sales 
coverage in the industrial marketing 
field is presented in a study made 
public today by the Department of 
Commerce under the title, “A Basis 
for Supervision of Industrial Sales 
Personnel.” 

This study was undertaken by the 
department in response to numerous 
requests from industrial distributors 
for information to assist them in 
reducing their marketing costs, and 
it presents a detailed description of 
how one organization handled the 
routing and scheduling of its sales- 
men. To other concerns confronted 
with similar circumstances and con- 
ditions this report establishes defi- 
nite principles, which, if properly 
used, should materially assist them 
in reducing their distribution ex- 
penses. 

The firm whose methods are out- 
lined in the report is engaged in 
the manufacture of equipment. 
Practically all of their products are 
of a technical engineering nature. 
Thus nearly all the sales negotia- 
tions require home-office quotations 
or considerations based upon some 
field and some staff scrutiny and 
recommendations. To illustrate the 
coverage system used, which is the 
result of a two-year experimental 
program in one territory, a series of 
maps, charts, forms and other fig- 
ures are presented, together with a 
detailed description of each point. 

Recently the department released 
a condensed and simplified presen- 
tation of statistics and maps dis- 
closing significant features regard- 


jing that portion of the industrial 


market accounted for by manufac- 
turing establishments. The title of 
the publication is “A Basis for 
Establishing Industrial Sales Terri- 








and various plans for inflation. 

“None of these fears has been realized and, with their 
disappearance one by one, the atmosphere has been cleared 
to a considerable extent. The Presidential election still 
looms as a disturbing factor, largely imaginary, for its actual 
economic influence will be of little importance.” 

The Guaranty cites as favorable features also the for- 
mation of the bankers’ pool of $100,000,000 to buy sound 
securities at present low prices. The organization of the 
committee of bankers and industrialists to find ways of giv- 
ing effectiveness to the expansion of Federal Reserve credit 
is mentioned, and the ending of French gold withdrawals is 
also cited. 

The bank bulletin concludes: “Until public confidence 
has been further restored and nervousness further reduced, 
fluctuating markets are inevitable; but with the progressive 
banishment of bogies quiet but impressive strength should 
follow. Such a movement would be greatly stimulated if the 
European conferences at Lausanne.and Geneva should result 
in any approachto agreemént and concord.” 





tories,’ and it may be purchased 
from the superintendent of docu- 
ments, Government Printing Office, 
Washington, D. C., or any of the 
district offices of the Bureau of 
Foreign and Domestic Commerce 


located in principal cities. The price 
is 10 cents per copy. 
The publication “A Basis for 


Supervision of Industrial Sales Per- 
sonnel” may also be purchased as 
indicated above at the price of 10 
cents per copy. 


WILLYS ADVOCATES THE 
5-DAY WORK WEEK 


(Continued from Page 1) 
tives, distributors and dealer per- 
sonnel due to his return as chairman. 

President Miller expressed confi- 
dence that the new Willys line and 
plans for merchandising it will im- 
prove the company’s position in the 
industry and declared that despite 
generally depressed conditions for 
several years Willys-Overland is en- 
tirely free from bank debt. He 
praised P. C, Gartley, Chicago dis- 
tributor, who presided in the matter 
of sensational sales in this area. 


ROBERT MARTINDELL 

Pontiac, Mich., June 28.—Robert 
Martindell, sales manager of the 
American Forging and Socket Com- 
pany, died June 21, after a brief 
illness. He was born in Hamilton, 
O., and was in his 63d year. He 
came to Pontiac in 1925, where he 
established his residence and occu- 
pied the position mentioned up to 
the time of his death. Prior to that 
he had held similar positions with 
Eastern textile and metal manu- 
facturing concerns. 


M. H. MATHESON 

Pontiac, June 28—Martin H. 
Matheson, former general superin- 
tendent ef the Pontiac plant, died 
in Grace Hospital, Detroit, June 23, 
following an operation. He had 
been connected with the local plant 
for five years, at one time being 
manager of the sheet metal division. 
He left Pontiac to join the Budd 
Wheel Company at Philadelphia re- 
cently. Surviving are his wife and 
three children. 


AMERICAN ROLLING MILL 

New York, June 28.—The Ameri- 
can Rolling Mill Company has re- 
ceived a tax refund of $705,638 from 
the United States Treasury. This 
represents an overpayment of taxes 
with interest made by the Ashland 
Iron and Mining Company 
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USING A NEW PSYCHOLOGY. 
IN SELLING SERVICE 


As the tires are revolving in the 
regular process of adjustment, un- 
due or uneven tire wear can be 
readily pointed out to the owner in 
such a manner that he hardly can 
refuse having these items at least 
checked. 

Similarly, because the brake tester 
sets absolutely level as well as places 
the car at a height that makes it 
easily accessible for the owner to 
visualize, it is possible to point out 
to him the true condition of his car 
springs. 

Due. to this feature, we have been 
able on many occasions to sell new 
springs to some and spring rearch- 
ing jobs to others. 

Likewise, as spring condition is 
one of the ultimate factors in stecr- 
ing geometry, we find the brake 
tester ideal equipment for showing 
a customer, vividly and convincingly, 
any irregularities that might affect 
the highly important = steering 
mechanism of his car, Obviously, 
very few motorists will take any 
chances after these dangerous 
faults have been pointed out to 
them, and will request that they be 
corrected immediately. 

Summarized, the Bendix-Cow- 
drey brake tester has proved itself 
to be one of our most valuable as- 
sets, as it renders visual, honest and 
convincing service to our customers, 
and it serves to develop business 
which would otherwise be difficult 
to obtain under present conditions. 


——— 





(Continued from Page 3) 


tally and forcefully, not forcibly, and 
he therefore is in a receptive rather 
than a combative mood. 

To determine what cylinder is 
registering weak compression, all 
that it will be necessary to do is to 
remove one spark plug wire. When 
the spark appears on that wire, fol- 
low regular firing order of the car 
being tested and you thereby can 
readily determine which is the weak 
cylinder, 

In case an overhead valve motor 
is being tested, the valve action will 
determine the weak cylinder. 

In some tests, we locate No. 1 cyl- 
inder by turning the motor over very 
slowly so that we can get the mark- 
ing on the flywheel and then follow 
through from that point. 

The Bendix-Cowdrey brake tester 
has another sales creating feature 
when it is used in connection with 
the front-end camber and caster 
correcting machine. When the car 
is driven upon the tester, it is at a 
height that enables the customer to 
look at the parts which might be 
the cause of improper camber or 
caster, particularly the front axle 
springs and steering connections. 
As the weight of the car is on its 
tires, showing its natural position on 
the road, any discrepancies are dis- 
played much more plainly than 
when jacked up at the front or put 
on a free-wheeling lift. 


IF YOU GET THE CUSTOMER’S 
BELT HE CAN'T RUN AWAY 

















Jimmy Dixon, head of the Dixon organization, Chevrolet 

dealer in Los Angeles, recently promoted a field day of cold 
approach, according to the Chevrolet Sales News. 
s Jimmy began the day by gather- 
ing all his cohorts at a 7 o’clock 
| breakfast, and our guess was that 
| the festive meal must have been 
eee ° enue ° | . 

The Cincinnati Milling Machine! polted, because here is the list of 
Company Is new producing aaron, achievements that the boys put over 
measuring equipment for use with) pefore reporting at a 10 o'clock 
its milling machines and also for business meeting that night: 
ee began . Se a Sixty-eight appraisals secured 
ots, which must be he o close ea a nan es seaiendl oan 
limits on spacing between holes and | gern — ee Se Oe 

oe er , the closing rooms. 
within a limited range. It is stated) pitteen new car deliveries made. 
that bore holes may be accurately Eleven used cars sold 
spaced within half a thousandth of | Mr. Dixon reports that every 
an inch. s Jig boring and die sinking salesman gave his loyal support to 
can be carried out with the com- the campaign, under his leadershi 
pany’s machines fitted with this ably ee & Bill Morgar n z= 
measuring equipment. oe. | aa Me d i an 

The manufacturers emphasize the ae wg mg tt _ ee aaa 
fact that with this equipment work fee al 4 nn 6 ine ge 
may be rough milled, finished and | por Ag MS COSTER Lure . 
bore complete. h equi t : re are ; 

d P The _equipmen As an indication of just what 


comprises a_ dial indicator, a/| blood! ds tl Di cated 
micrometer head and set of meas- | 00@Houndcs the Hixon salesmen 
are when they once start tracking 


uring rods for each movement, a oy ills: 

cross, longitudinal and vertical. The | ‘hei! prey, it is related that one of 

dials are covered for protection,| the boys took a customer's belt as 
security for the order until he could 


Brackets and V-block hold the} : 
measuring rods and micrometer | 8¢t back to the showroom with the 
cash for the down payment. Ac- 


head, which are located between the k 

adjustable stop. The dial is at-| cording to Ruth Ballantyne, secre- 

tached to the table and saddle. In| tary, that stretched the salesman’s 

boring a series of holes the casting| authority to the utmost. But the 
beltless customer returned and re- 


is positioned on the table, so that . ’ ; 
the spindle lines up with the first | claimed his property and, what is 











Measuring Equipment 








hole. Enough rods are put in place | more important, took delivery of the 
so that the mircometer head and| Car. a 
dial indicator show a zero reading. 
To locate the next hote accurately 
rods are removed to make up the | COMING EVENTS 
even inches. The micrometer head 
is used to take care of the fractions JULY 
of an inch, corresponding with hole $—France. Grand Prix Automobile 
center distance. The table is then Race 

5- 9—Southampton, England. Commere 


moved until the dial indicator again 
registers zero. 


cial Car Show. 


9-10—Belgium. Grand Prix Automobile 





aichicaimealichme ee r cS Race. 
17—Germany. Grand Prix A b 
CENTRAL BUICK EXPANDS a meee 
IN INDIANAPOLIS ZONE 00-80-—-Edandeinded, Wales. Commercia]) 
Indianapolis, Ind., June 28.—An- OCTOBER 
nouncement that the Central Buick| 3- 7—Buffalo, N. Y¥. Nationa! Metal 


Congress. Sponsored by American 
Society for Stee) Treating, with co- 
operation of American Society of 
Mechanicai Engineers, Institute of 
Metals and [ron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers, Amerie 
con Welding Society, Wire Associae 
Jon. 

3- 7~—Washington, D. C. Nationa) Safety 
Council, meeting. 


}- 7—Buffalc, N. ¥Y. National Metal Exe 
osition, 174th egiment Armory. 
. H. Etsenmay,) 7016 Euclid Ave., 
Cleveland, director. 
13-22—London, England, Olympia Show. 


Company, Buick dealer here for nine 
years, had been appointed Pontiac 
dealer is made here by L. C. Bur- 
nett, zone manager for the B-O-P 
Sales Company. Claiming the dis- 
tinction of being the oldest com- 
pany in this city operating under 
the same management, Central 
Buick is one of the leading dealers 
of the state. ‘The Pontigc line will 
be handled in addition to Buick. 
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LISTEN 


To what Wm. B. STOUT says about 


Air-Cooling 


Addressing the S.A.E. Convention on “WHAT MOTOR CARS 
COULD BE,” this automotive authority and aviation engineer 
made this statement: 










“More than that, you go all around Robin Hood’s barn to cool your 





cylinders. First you put a jacket around the cylinder which you 
fill with water; you carry the water at a distance to the radiator 
to ‘air cool’ the water which then travels to the cylinder and 



























‘water cools’ the cylinder evenly all over—just the thing that is 
not wanted. What you really want is even temperatures over 

4 
your whole cylinder—not even cooling. We have proved in avia- 
tion that for commercial work and heavy duty we can air coola 
cylinder directly, better than indirectly, and—all military claims 
to the contrary—can do it with less head resistance than the use 
of a radiator indirectly.” 


Alluding to the latest product of one automobile company whose 
whole history has been built around air-cooling, Mr. Stout says: 


“Recently, by adopting aviation practice and going to modern 
air-cooling, this firm has been enabled to do things so startling 
from the power plant standpoint that the results are hardly 
believable to him who knows only indirect water-cooled engines.” 


Franklin has long pioneered the air-cooled engine and brought it from its original 
conception to its present day perfection—and present day leadership. Engineers and 
authorities throughout the country are recognizing the superiority of the new Franklin 
12-cvlinder engine and the new Airman engine. The public too is getting the full 
meaning of the change from water-cooling to air-cooling which aviation has stimulated. 
Franklin offers an excellent dealership opportunity, either as an exclusive line or com- 
panion car. Every forward-looking, progressive dealer should investigate the Franklin 
franchise. Write or wire today for full details and available territory 





Franklin Automobile Company, Syracuse, N, Y. 


Air-Cooled FRAN KLI N 






if 


AIRMAN 





| 


EFFECT OF COLD 


is TOMOTIVE DAILY NEWS, WEDNESDAY, JUNE 29, 1932 


Production -- Engineering -- Factory 


Aluminum Island Store 


WORKING ON 


IZOD NOTCHED BAR IMPACT 
VALUE OF MONEL METAL 


By N. B. BILLING 


Metallurgist 


International Nickel Company, Bayonne Laboratory, 


Bayonne, N. J. 
(THIRD INSTALLMENT) 


Izod Impact, ft-Ib.” 


100 


Brinell Hardness Number 
Fic. 5.—Relation of Average Izod Impact to Average Surface Hardness. 


Effect of Low-Temperature 
Annealing 


The heat treatment at 575 degrees 
Fahrenheit in general increases im- 
pact strength, Fig. 3 (a), but aside 
from shifting the curves to higher 
Izod values, does not change the 
yather complex relation between im- 
pact strength and percentage re- 
duction. The disparity between 
notches placed parallel or trans- 
verse to the thickness persist un- 
diminished. The effect of this heat 
treatment in increasing impact 
strength is most marked below 30 
per cent. reduction; above this, the 
improvement is very slight. 


Relation Between Izod Value and 
Hardness 

It has already been remarked 
that the rolled material gave oval 
Brinell impressions, indicating that 
the hardness depended upon the di- 
rection in which it was measured. 
The strain relief anneal was found 
to result in an increase in hardness. 
It seemed desirable to trace the re- 
lation between hardness and impact 
strength, taking into rccount these 
various factors. In Fig. 4, the hard- 
ness of the rolled strip is plotted 
against the corresponding impact 
strength, the hardness measurement 
being taken to correspond to the 
direction of the notch (that is, 
Brinell diameter on _ cross-section 
parallel to notch direction). When 
thus plotted, these facts emerge: 

l. In the heat-treated specimens 
all directional properties vanish and 
the impact strength is closely re- 
Jated to the hardness of the fiber 
which parallels the notch bottom. 
While not plotted (to avoid con- 
fusion), the points for the heat- 


FREE WHEELING UNIT 
FOR FORDS 


The Advance Products Corporation 
is offering a new free wheeling unit 
for model B Fords and is continuing 
its line of these units for the 
model A. 

These Advance units permit shift- 
ing in all forward gears, quietly and 
without using the regular Ford 
clutch, once the car is in motion. 
They embody replacements of the 
universal joint and housing, but re- 
quire no cutting or machining of the 
drive shaft or its housing. When 
installed, it is stated, they become 
an integral part of the car. 

In the Advance overrunning clutch 
a series of four groups of three 
driving rollers each are used to take 
the motor drive of the unit coupling 
the cam to the race. The large roller 
in each segment is actuated by a 
spring placed in the shoulder of the 
cam. The remaining rollers are 


{curve also. 
| 2. In the as-rolled condition, dis- 


180 


treated rods lie squarely on this! 


A NEW BLOWPIPE 


The Linde Air Products Company 
has just announced a new welding 
blowpipe, designated as the Oxwell 
Type W-22. 
developed primarily for use on pipe- 
line works, its application is not re- 
stricted to this field. 

The new blowpipe is very similar 
to the Oxweld Type W-17 welding 
blowpipe, except that the oxygen 
and acetylene valves are located on 


the front of the handle, so that 
flame adjustments may be made 
more readily by the operator while 
the blowpipe is in operation. Since 
it is preferable to control flame ad- 
justment by means of the acetylene 


valve, this valve is located on the| 
left side of the front of the handle, | 


where the operator’s right thumb 
can conveniently regulate it. 

The oxygen valve is located on 
the under side of the handle, where 
it may also be easily reached. This 
arrangement makes it unnecessary 
for the operator to use his left hand, 
which is holding the welding rod, 
to adjust the blowpipe valves. 

A special feature of tne blowpipe 
is the long acetylene passageway 
between the acetylene valve and the 
injector to minimize the possibility 
of flashback. This is accomplished 
by having three acetylene tubes be- 
tween the rear and front bodies. 
Thus, the acetylene comes from the 
hose connection up to the valve in 





parity persists between “thickness” 
and “width” data. The “thickness” 
data are found to correspond with 
the data from the cold-drawn rod. 

3. Izod strength is not closely pre- 
dictable from Brinell measurement 
unless a “stress-relief’” anneal has 
been given. Lacking knowledge of 
heat treatment, method of working, 
}amount of working and relative po- | 
sition of the notch, the impact | 
strength of monel metal cannot be 
estimated from the hardness with 
a precision greater than 25 per cent. 
when the Brinell hardness is greater 
than 180. 

While impact value is thus found 
to be sensitive to a number of fac- 
tors regarding which information 
cannot always be had, the approxi- 
mate relation between Izod impact 
value and hardness is of practical 
value. The Rockwell test is particu- 
larly unsatisfactory as a criterion as 
it is insensitive at the range of hard- 
ness where impact strength is most 
sensitive to hardness. The analysis 
of properties described above was 
made for particular reasons, using 
the Brinell hardness of interior sec- 
tions definitely related to the posi- 
tion of the notch, and these do not 
necessarily correspond closely to the 
hardness of the exposed, rolled sur- 
face. This, however, is perhaps the 
simplest measurement which can be 
made in a non-destructive, engineer- 
ing inspection, and Fig. 5 represents 
the correlation found between the 
average impact value and the av- 
erage surface Brinel]l hardness for 
this heat of monel metal. It is not 
intended to represent, however, 
either the average or minimum val- 
ues for this type of material. 





gal force acting on triangular wedges 
placed between the rollers. However, 
these rollers are closely fitted to 
assure each roller assuming its share 
of the loading under all conditions 
of operation. 

The locking out of the overrun- 
ining clutch is accomplished by a 
| Sliding gear which locks the inner 
driving cam to the outer driven race. 
|The locking gear has a tooth de- 
'sign which permits this locking 
|readily, even though two parts of 
|the free wheeling clutch may be 
running at different speeds. The 
control which operates the locking 
gear is conveniently mounted on the 
dashboard of the car. 

These units are available for in- 
stallation on the models A and B, 
both four and eight cylinder. They 
retail at $37.50, and installation, it 
is claimed, does not take more than 
an hour and a half. 


NEW TRAILER LINE 
Buffalo, June 28.—The Truck 
Equipment Company of this city 
has begun the manufacture of a line 
of trailers, which will be marketed 





brought into action by the centrifu- under the name “Truxmore,” 


the front body, passes through a 
second tube back to the rear body, 
thence through a cross drilling to a 
third tube leading to the injector. 


Spray-Finishing Outfit 


ere te, 


oe 


Although it has been | 





The Artisan Metal Works is put- 
ting out a new line of aluminum 
stores, designed for displaying auto- 
mobile accessories beside the gaso- 
line pump or in any other location 
where prospective customers stop. 

It is claimed that by the use of one 
of these units, bringing the accessory 


ee 


- 


| 





A new spray-finishing outfit, de- j only insures a supply of clean, dry | 


signed especially for refinishing of 
ears, for quick touch-up work and 


|by the DeVilbiss Company. This 
outfit is known as type AP-628, 


especially designed for small-sized 
automobile refinishing and average 
touch-up jobs. This gun has a self- 
aligning spray head to insure the 
proper “pattern,” 


of the application is kept uniform 
by this feature which stops split 
sprays, oversprays and spattering. 
A twenty-four-ounce suction feed 
cup, clamped to the gun, is fur- 
nished. Hence, when using many 
materials or colors, it is a quick and 
simple matter to change one feed 
cup to others kept conveniently at 
hand. In addition, there is an oil 
and moisture separator which not 





It includes a type CH spray gun | ; ! 
| ments of the small automobile refin- 


either elliptical | 
or round, as desired. The thickness | 


| spray gun. 





air, but also act 
insure uniform air pressure. 


Twenty-five feet of braid-covered 
hose provides ample working range. 

This company also announces a 
new 1-h. p. electric motor driven air 
compressing outfit for the require- 


ishing shop. This outfit, Type NV, 
completes the DeVilbiss “V” line of 
air compressors, which now com- 
prises models ranging from 1-h, p. 
to 5-h. p. 

This compressor, a 2-cylinder type, 
has a displacement of over 6 cubic 
feet per minute and a working pres- 
sure of 80 pounds. It is designed to 
operate one DeVilbiss Type AV 
It is belt driven and 
equipped with air intake strainer 
and combination automatic pressure 
and hand unloader, which con- 
stantly maintains any desired re- 
serve pressure. It is compact, being 
3% feet long and 1% feet wide. The 
compressing outfit is shipped assem- 
bled and ready to install, mounted 
on channel iron skids. 





display to the attention of the cus- 
tomer while he is waiting to have 
his tank refilled, the service station 
with 200 customers, turning over 
only 8,000 gallons of fuel a month, 
can increase its gross profits by 
$2,000 a year through the sale of ac- 
cessories. 


POWER-CONTROLLED 
"SIXTY GRADER 


The Caterpillar Tractor Company 
is making deliveries on another ad- 
dition to the “caterpillar” line— 
“caterpillar” sixty grader e uipped 
with power controls.- 

There are seven levers in a row 
in front of the operator. Each 
lever controls action in one direc- 
tion when pushed forward—in the 
opposite direction when pulled 
back. Five of the levers contro] the 
most frequently made adjustments. 
The sixth, through a shift, controls 
either the center shift or three- 
point control. The seventh, through 
a shift, controls either.the lean of 
the two rear wheels or the side 
shift of the rear axle. A total of 
eighteen actions power-controlled! 

The power-control mechanism is 
of the same type as on the auto 
patrol. The control levers engage 
sliding jaw clutches to direct the 
power, transmitted through the 
constantly operating gears, to the 
various points of action. 

Power to operate the power con- 
trols is provided by the engine 
mounted on the grader—a “cater- 
pillar” engine—the product of the 
same manufacturer that builds the 
grader, sold and serviced by the 
same dealer that sells the grader. 

It’s a single-cylinder engine, 35% 
inches bore, 4 inches stroke, 1,300 


ts as a regulator to|revolutions per minute, air-cooled, 
It is | 2eveloping approximately five horse 


power. List price, $2.350 f. o. b. 


fender repairs, as well as for re- | equipped with pressure gauge, drain | Minneapolis. Weight, 11,950 pounds. 
finishing furniture in light produc-|cock and wall mounting bracket. — i 
tion operations, has been anneunced | 


WITH AUTOMATIC VALVE 


The Eagle Manufacturing Com- 
pany is placing on the market a 
seamless welded steel gasoline filler 
can with a valve that automatic- 
ally opens by turning the flexible 
spout half way around to the pour- 
ing position. The valve is auto- 
matically closed and locked when 
the spout is returned to the holder. 
The asbestos-lined, leak-proof flex- 
ible steel pouring spout is one-half 
an inch in diameter. The air vent 
opens automatically when the spout 
is returned to pouring position and 
closes when the spout is returned 
to the holder. 

The bottom of the can is reine 
forced with a heavy steel hoop. The 
ears, spout holder and tilting hane 
dle are spot welded to the breast. 
The cap is a cork-lined hexagonal 
part, These cans are made in two- 
gallon and fiye-gallon models. 
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DO WE NEED A TONIC 
OR AN OPERATION-OR 
AN UNDERTAKER? 


By E. G. HENRY, Mgr. 
Indianapolis Automobile Trade Ass'n 
Indianapolis, Ind. 

It is a common question today as to what is wrong with 
the automotive business, but in order to eliminate any bear- 
ing that present economic conditions might have on the busi- 
ness, it might be preferable to ask “‘what is and has been 
the trouble with the automotive business?” 


From my many years’ experience > 
in the business, which dates back | 


to the year of 1910, I am thor- 
oughly convinced that there are 
many practices if completely eradi- 
cated or eliminatea the business 
could be materially helped and made 
a desirable and profitable one for 
all affiliated with it. In a brief 
manner I will endeavor to set out 
a number of the basic troubles 
which, if properly treated, the busi- 
ness should and would respond im- 
mediately. I hardly believe there is 
any one affiliated with the business 
who will not agree that the used- 
car problem is the greatest and most 
domineering and threatening afflic- 
tion of the business and is thor- 
oughly responsible for the heavy 
and constantly increasing mortality 
in the automotive national dealer- 
ship. 

I have always contended that the 


automotive retail agencies in their | 


entirety should be barred through a 
sharp-toothed contract with their 
respective factories from engaging in 
the bartering of used cars on new 
ones, thus removing all possibility of 
the dealer sacrificing any part of 
his legitimate profit. This would 
place him in an enviable position, 
whereby he could have at all times 
his working capital as well as profit 
to draw upon for the conduct of 
his business. His financial status 
would always be such that he could 
completely eliminate the adoption of 
floorplanning of his cars, thus re- 
lieving himself of the excessive 
charges that are contingent to such 
operations and invariably dip deep 
into his profits. Also would there 


be on his part a stimulation of new | 
car sales, as there would be no time | 


lost by him in the handling and dis- 
posing of the used car. i. 

By personal contact with 
average dealer I am _ thoroughly 
convinced that better than 90 per 
cent. of them may be competent new 
car merchandisers, but very incom- 
petent in the manipulation of the 
used car phase of their business. 
Should the manufacturers, as a unit, 
agree on such a plan they would 
materially help their own cause, as 
it would not only enrich the finan- 
cial coffers of their dealers and dis- 
tributors, but new capital could be 
readily induced to participate in the 
distribution of their products, as 
they would have eliminated the 
greatest hazard to the business. 
This would lead up to, without em- 
barrassment, the weeding out of the 


unscruplous and unworthy sales 
representatives and their replace- 
ment with creditable ones. Also 


would this raise the business to a 
much higher plane and standard by 
having representation worthy of the 
good name that their product might 
bear or carry; also would it elim- 
inate the abnormal] turnover in 
dealership, which is a very expen- 
sive procedure to the manufacturer. 


No doubt the paramount question | 


in most of your minds at this time 
is what disposition is to be made of 
the used car. With such a plan in 
operation there would immediately 
be opened up a very extensive and 
fertile field for the competent and 
reliable used car merchant, who 
would undoubtedly develop this 
phase of the automotive business to 


a much higher degree than exists | 


at the present time. The used car 
merchant could incorporate in his 
establishment all necessary depart- 
ments for the proper conduct of 
such a business, thus making a sep- 
arate and distinct business com- 
pletely foreign to the new car. This 
would give the buying public two 
distinct and separate set-ups to deal 
with, both well managed, properly 
supervised and strongly financed. 


pressed one, 
at the end of the selling year with 





the | 








Another serious trouble’ that 
should be given special attention is 
the insatiable desire of the manu- 


facturer to reach mass production, 




















whereas displaying little regard for 


actual requirements of the dealer, 


which naturally floods the market 
and causes a saturated and de- 
Thus they are caught 





a dealership much too heavily load- 
ed with a distressed piece of mer- 
chandise, resultant in forcing or 
stimulating sales through cut prices 
or other unethical business methods 
unwelcome to any respectable sales 
organization. All of this has a 
tendency to break down public con- 
fidence, retard sales, absorb dealers’ 
profits and, much too often, their 
working capital, Therefore, would 
it not be much better for the manu- 
facturer to relinquish his insane de- 


sire for this mass production and | 


build in accordance with his dealers’ 
requirements, since on a_ close 
analysis he will find that the risk 
taken is not justifiable, and that the 
meager gain in dollars and cents 
over a period of years is not worthy 
of the gamble? 
Another disturbing 


factor that 


should receive close attention and | 
| Nathan 


consideration is the multiplicity of 
dealerships, The deciding power as 
to numbers in this case should be 
governed solely on an honest and 
conservative set-up of the potential 


(Continued on Page 12) 





FORD RICHMOND, CAL., 


PLANT BUILDING V-8’S 


Richmond, Cal., June 28 (UTPS).— 
With the recent receipt of the eight- 
cylinder motor blocks, th> Ford 
Motor Company plant in Richmond 
is now turning out in volume the 
new Ford eights. The first work at 
the plant on the current models was 
the assembling of the four-cylinder 
units, chiefly the commercial type. 

Clarence A. Bullwinkel, manager 
of the plant, recently entertained 
and showed through the plant a 


|group of influential transportation 


men of the San Francisco Bay dis- 
trict, the group going to the plant 
by special boat from San Francisco. 


RESIGNS TRUCK GROUP 
San Francisco, June 28 (UTPS).— 
J. Elliott has resigned as 
executive vice-president and general 
manager of the Allied Truck Own- 
ers of California, asserting he had 
completed the organization work 
and was returning to private busi- 
ness. 


| borees 
‘Baden and French Lick. 


INDIANA CHEVROLET 
DEALERS AT ANNUAL 
CONTRACT SESSION 


(Continued from Page 1!) 


and star salesmen, were given the 
remainder of the two-day outing to 
spend as they saw fit. Outdoor 
sports available at this exclusive ree 
sort were mixed with swimming, 
fishing and boating, the entire pro- 
gram being climaxed by a series of 
contests on both land and water 
this afternoon. 

Handsome prizes were in the pos- 
session of the Chevrolet men, whose 
prowess proved to excel those of 
their fellow dealers after the games 


ij had been decided. 


A banquet and minstrel show last 
night was another feature of the 
convention, which is the first of its 
kind held here. Previously the jame 
had been staged at West 


—_ = ee i 





Styles come! ... Styles go! 


But STEEL always stays in style 


No matter how the trend swings—no 


matter which wheel happens to be the 


most popular, motorists want that wheel 


in STEEL...- STEEL always stays. More 


than 90% of all motorists demand it be- 


cause it is stronger—safer—and modern. 


Because steel is always in style... . 


Budd—the largest manufacturer of steel 


wheels exclusively—offers a steel wheel to 


meet every new trend... . whether that 


trend be to wire, disc or artillery wheels. 


BUDD WHEEL COMPANY 


MAKERS OF BUDD-MICHELIN WHEELS 


Detroit 


Philadelphia 


*WHEELS BY BUDD* 
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~ The Great 
Unknown 






The finest products in the world, made for a market that wants them badly 





and priced the lowest in history, would remain in the factory so long as the 





market was ignorant of their existence. Unknown to those who need them and 






want them those products could be advertised and still remain practically 






unknown. The advertising isn’t seen. 














You can spend a lot of money in business magazines that are read editori- 
ally, but what assurance have you that YOUR ads. are read. Unless all the ads. 
that you run are thrust before the reader of the editorial matter, how is the 
reader going to find out what you have to say? How much waste is there in 


advertising when you must be certain that every page of every issue is seen? 


No such speculation in Automotive Daily News. Here is a medium in which 
every ad. is visible, regardless of size. A 5-inch ad. is thrust before the reader as 
well as a 10-inch ad. A three-column ad. is just as visible as a full page. The 
reason for different sizes is merely in the length of the message the advertiser 


has to deliver. 


All advertising is adjacent to news, the material that is paid for at $12 per 
year. Each issue is read by over 6 persons, giving Automotive Daily News the 


highest reader interest in its field. 


Factory executives, leading dealers and jobbers, men with buying power and 


| authority to specify, are daily readers. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 


DETROIT OFFICE: Geo. M, Slocum, Manager 
Fisher Building, Detroit, Mich. , 






WESTERN OFFICE: Willard R. Cotten, Manager * 
. .333 No. Michigan Ave., Chicago, Hl. 
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Electric Ear Used in 


Anti-Knock Road Test 





TESTING gasoline knock with electric ear 


A discovery of interest to manu- 
facturers and users of gasolines has 
been put to practical use by engi- 
neers of Tide Water Oil Company, 
who retained acoustical experts of 
Electrical Research Products, Inc., to 
measure knock and overall engine 
noises while pulling a car uphill. It 
has been established that detonation 
noise is one of the major compo- 
nents of total motor noise and that 
for a given speed and load overall 
noise level increases for any increase 
of throttle opening, which might be 
occasioned by differences in gasoline 
efficiency. 

Seventeen representative gasolines 
were subjected to the hard realities 
of actual driving conditions while 
their respective performances were 
checked. 

Under the supervision of G. T. 
Stanton of Electrical Research Prod- 
ucts (a Western Electric subsidiary), 
the test equipment was assembled at 
the foot of Beacon Hill, near Port 
Washington, L. I. A 1931 model 
Chevrolet, which had seen 3,500 
miles of typical owner's use, was 
equipped with a sound meter and 
samples of seventeen’ different 
brands of gasoline were provided, 
each identified only by a code letter. 

During a series of tests, which oc- 
cupied three days, the _ specially 
equipped car was driven up an 8 


per cent. grade on the north side | 


of Beacon Hill 75 times, using the 
various fuels in turn. The 


hood transmitted detonation noises 
to the “electric ear,” while experts 
listened in and watched the dials 
recording the noise level in “deci- 
bels,” noting the comparative 
knocklessness of each fuel. 

The varying degrees of noise that 
each entrant in this unusual con- 
test drew from the laboring cylin- 
ders were reported in fractions of 
“decibels’—sound gradations too 
narrow to be distinguished by the 
human ear, yet expressing large 
gradients in engine efficiency. 

The decibel is a purely arbitrary 
unit of sound measurement, just as 
a degree is the unit of heat. A 
sound “one decibel loud” is the 


smallest sound that the human ear 
is able 


to detect. A great deal of 










/YORK 


A quiet 
dignified loca- 
tioninthe con- 
venient Grand 
| Central zone. 


RATES 
Single $4.00 
Double $7.00 


MADISON AVE. 
AT FIFTIETH STREET 


ila. 


HOTEL 


NEW WESTON 


sound | 
pick-up device beneath the engine | 





care was spent on 
instruments so that 
jiggle could distort 
findings. 

The advantages of 
anti-knock tests over 


no 
the 


cushioning the 
chassis- 
needle’s 


acoustical 
laboratory- 
made octane ratings will become in- 


creasingly apparent to the automo- 
tive and petroleum industries, in 
the opinion of technical observers 
of the Beacon Hill tests. Engi- 
neers at various refineries have be- 
come dissatisfied with octane 
ratings, because they do not tell 
what the anti-knock quality of a 
gasoline will be on the road. The 
discrepancies between laboratory 
knock ratings and the behavior of 
gasolines in service under actual 
driving conditions are already well 


STERLING TRUCK ORDERS 
SHOW GOOD INCREASE 


Milwaukee, Wis., June 28.—Re- 
versing the usual trend toward a 
summer slump beginning in June, 
orders and production at the Ster- 
ling Motor Truck Company plant 
here this month are showing marked 
increase over May. 

According to H. C. Keenan, presi- 
dent, orders so far this month are 
fully 50 per cent. higher than those 


MARYLAND DEALERS 
LINE UP SPEAKERS 
FOR JULY MEETING 


(Continued from Page 1) 
to address the delegates to the con« 
vention, who will come from every 
part of the state, Among those 


known. of the same period last month, | Who will deliver addresses are James 
_ Tide Water and Electrical Re-| while output is showing an even | Dalton, imdustrial editor of Mo 
search Products engineers worked | greater increase, due to the fact that| tor: @, Austin Baughman, commis- 


along the lines outlined by a com- 


orders from late May remained un- 


sioner of motor vehicles of Mary- 


mittee of the American Petroleum | filled the early part of June. An 
Institute on June 4, although their} extra crew was found necessary |!@nd; S. F. D. Meffley, sales man<« 
tests anticipated the institute’s pro-| temporarily in the machine shop | ager of the National Used Car Mare 


gram by more than a month. The 
plans embraced two headings, viz.: 

1. To work out the best possible 
road test procedure and then to rate 
typical present-day gasolines in cars 
by means of it. 

2. To find means of getting knock 
ratings on the C. F, R. unit (the 
octane rating motor) which will pre- 
dict the behavior of fuels in cars. 

The findings of the recent gasoline 
tests by use of the sound meter were 
summarized by G. T. Stanton as fol- 
lows: 


“The purpose of the tests was to 





(Continued on Page 11) 





this month to take care of the vol- 
ume of business, it was stated. 


N. J. GROUP ELECTS, 
ADOPTS NEW CODE 
Elizabeth, N. J., June 28.—A meet- 
ing of Associated Automobile Stores 
members was held at Dowd Broth- 
thers’ Service Station, 628 East 
Jersey St. A code of rules and reg- 
ulations was adopted. Membership 
at present consists of thirty con- 
cerns. The following were elected 
as trustees: Cyrus Simandl, E. B. 
Degnering, W. J. Lammerding, Ed- 
ward Brown, David Bockenek and 
Raymond Brown. 





ket Report Company; Arthur O, 
Dietz, president of the Commercial 
Investment Trust Company of New 
York, and Alfred Reeves, manager 
of the National Automobile Chame 
ber of Commerce. 

The annual banquet of the asso- 
ciation will be the feature of the 
convention, It will be held at 8.30 
p. m., July 19, at the Atlantic Hotel, 
headquarters for the convention. 
In addition to those speakers from 
whom acceptances already have 
been received a number of others 
who have been invited to address 
the convention still are to be heard 
from, according to Mr. Raine. 


———as 








For your own profit --- for customer satisfaction 







Typical installation showing how Bendix Automatic 
Clutch Control hooks up to clutch pedal, accelerator 
pedal, and intake manifold. 








P-2 


P-3 


ACCELERATOR VALVE 
Plunger {A} attaches to accelerator linkage; controls opera- 
tion of clutch. Plunger {C) cuts out operation of Clutch Com 
trol at will of operator. Port {P-3} and slot {S-2) regulate 
speed of engagement to degree of acceleration 
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Bendix 
| Automatic 


CLUTCH 
~ CONTROL 





Everybody wants Bendix Clutch Control, Most of the 













When throttle is closed, 
vacuum power from 
manifold, in Cylinder 
(B} draws Piston {J} 
and Cable {E}, disen- 
gaging clutch. When 
throttle is opened vac- 


new cars prove it—a demonstration is chiefly a “Clutch 
Control demonstration’”’. 
Just think what a sales-chance this universal demand 
offers you—to sell this remarkable unit to those owners 
who are driving their old cars! And what a value for those 
owners! — their cars modernized at moderate cost. 
You’re familiar with Bendix Clutch Conirol—the clutch 
pedal operated automatically by intake manifold vacuum 
power; the vacuum controlled by accelerator movement; 
and operation is optional, at driver’s will 
A big majority of the new cars have Bendix Clutch 
Control as standard equipment — Chrysler 
Dodge, Plymouth, Hudson, Essex, Cadillac, Marmon, 
: Graham. Paige, and Packard 
Another good sales idea for car dealers — put Bendix 
Clutch Control on old models you have carried over; 
makes them easier to sell, worth more money 
Only 2 cents—or less —to find out how to make money! 
Better call our distributor. or write us 


BRAGG-KLIESRATH CORPORATION 


De Soto, 







South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation) 





THE B-K POWER BRAKE 


«Another for Fords ‘A” and Chevrolets 


easy A compact, efficient power brake unit, vacuum 
seller operated, for these cars. Gives the modern touch 
















uum is cut off, clutch 
engages. Piston returns rapidly until air-slot 
(S-3} passes bushing (K}; then final engagement is 
smooth and easy, air escaping through valve {G}. 


at moderate cost. Vacuum power is controlled 
by brake pedal pressure. Selle at $19.50 — a 
money-maker, Ask the distributor, or write us, 





















BLUE PREDOMINATES 
\ IN JULY COLOR INDEX 


Detroit, June 28.—Blue predomi- 

tes this month as the hue of lead- 

g fashion importance on automo- 
piles. Blue’s leadership has deen 
brought about largely through the 
@iminishing demand for black. The 

rominence of blue as a fashion 
eader at present appears likely to 
be short lived, due in part to the 
fact that blue’s downward trend, 
commenced last year, is still in ef- 
fect and the abrupt challenge of 
green’s current climb. 

Purple blues continue as the hue 
for which the greatest preference is 
being expressed, judging from a 
comparison of purple blue, purple 
blue purple, blue purple blue, blue 
and blue green blue hue indices. 
For convenience, all hues extending 
in the range between blue green 
and purple have been grouped un- 
der the general classifications of 
blue in the list of leaders. Wash- 
ington medium (described in Auto- 
mobile Color Index, June, 1932) has 
advanced to first place in the blue 
group. Coolie, a purple blue of low 
Value and weak chrom‘, makes its 
initial appearance in the group of 
leaders at this time. 

Black’s relegation to second place 
by blue came about as anticipated 
last month. This is black’s second 
undulation this year. The precipit- 
Ous trend representing this achro- 
matic finish terminates in an index 
position lower than any that has 
been arrived at for black so far this 
year- 

Green, after a steady decline over 

period of four months, gained 
ack all but a fraction of the 
round lost since the first of the 
year in one steep ascent. With the 
exception of the addition of myll, a 
full strength green of low value and 
strong chroma, there are no new 
green leaders for July. 

Maroons are in reality dark values 

f red purple red. Red purple reds 

f moderate chroma strength have 
@ slight advance at this time. This 

a bit unusual in view of the ct 

hat the number of maroon and 

ay leaders to appear this month 

re approximately half of the num- 
ber of leaders that appeared under 
these color classifications last 
month. Uhlan, a median value, 
Weak chroma of yellow is the only 
hewcomer to the gray group. There 
fre no added red purple red varia- 
tions to appear at this time. 

Olympic Colors—Blue, yellow, 
black and red are full of zest for 
— car use with the approach of 

he tenth Olympics. This combi- 


Nation of colors is particularly fa- | 


Vored in Paris at the moment in 
Bports costumes and in jewelry. 

A convertible sedan can be effect- 
ively finished in an arrangement of 
these colors as follows: Body and 
fenders in majestic blue, moldings 
in cardinal red, door saddle in prim- 
rose yellow dark, three median value 
strong chroma colors. Wire wheels 
in black will complete the ensemble. 

Daring Parisian designers are suc- 
cessfully introducing purple and 
purple red purple in combination 
with green yellow and green yellow 
Greens, according to current dis- 
patche~ from the Paris office of the 
Automobile Color Index. 


M-R-C SUPPLEMENTS 
BALL BEARING MANUAL 


The M-R-C Bearings Service 
Company of Jamestown, N. Y., have 
just issued a supplement to their 

aster Ball Bearing Service Manual. 

he supplement contains ball bear- 

ng replacement data for passenger 

ars, trucks, buses, tractors, farm 

, achinery, aircraft engines, marine 
éngines, etc. 

This data covers replacement ta- 
ples on models placed on the market 
Since the printing of their original 
Service Manual, November, 1930, It 
Contains a total of sixty pages, is 

unched so that the entire book may 

inserted in the conventional 
inder. There are three outstanding 
eatures that considerably enhance 
*the utility of this manual. First, the 

Completeness of the replacement 

ata (covering all types of automo- 
ive equipment). Second, two-color 

rinting for better visibility, in 
which all vertical column rules and 
headings are in red and replacement 
data in black. Third, a novel mar- 
ginal tab index that permits the in- 
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Make and Model 


Auburn 8-100 3675 | 
Auburn 12-160 4465 | 
Austin 1§1150 | 
Buick 32-50 3450 
Buick 32-60 3980 
Buick 32-80 4450 
Buick 32-90 4565 
Cadillac 355 B 4885 | 
Cadiliac 370 B 5175 | 
Cadillac 452 B 5625 | 
Chevrolet | 2770 | 
Chrysler 6 3120 | 
Chrysler 8 3860 | 
Chrysler Imp. 8 oe aaa | 
Chrysler Imp. 8 cus. 
Cord (Fr. Wh. D.) | 4620 | 
De Soto Six | 3008 | 
De Vaux 6-80 | 2810 | 
Dodge Six D L | 3084 | 
Dodge Eight D K_ | 3488 | 
Essex-Gr. Su. 6 Std.| 2870 | 
| 2357 | 
|42447 | 
Franklin Airman | —- | 
Franklin V-12 
Graham 6 (1933) 
Graham 6 
Graham 8 
Hudson Gr. 8 Std. 
Hupmobile 216 
Hupmobile 222 
Hupmobile 226 
La Salle 345 B 
Lincoln V-8 
Lincoln V-12 
Marmon 8 
Marmon 16 5369 
Nash Big Six | 3200 | 
Nash Stand. Eight | 3400 | 
| 
| 


[— | 
i) 
| 3205 | 
| 3665 | 


[3115 | 
3580 | 
3755 | 

| 4840 | 

| 5430 | 
| 5750 | 
3500 


Nash Spec. Eight | 3870 
Nash Adv. Eight | 4350 
Nash Ambas, Eight | 4510 | 
Oldsmobile F-32 =| 3035 | 
Oldsmobile L-32 
Packard Twin Six 
Packard Stan. 8 
Packard De L. 8 
Packard Light 8 
Pierce-Arrow 54 
Pierce-Arrow 52 
Pierce-Arrow 53 
Plymouth 
Pontiac 6 2870 
Pontiac V-8 3 3225 | 
Reo Fly. Cloud “S” | 3405 | 
Reo Royale Cust. | 4650 | 
Reo Royale |} 4375 
Reo 8-25 | 4050 
Rockne 6-65 | 2595 | 
Rockne 6-75 | 3000 } 
Studebaker 6-55 3170 
Studebaker Dict. 62 | 3240 
Studebaker Com. 71! 3545 | 


[5225 | 
. 4570 | 

5045 | 
| 4115 | 
| 4819 | 
| 5080 | 
| 5395 | 


| 2875 | 


Studebaker Pres. 91' 4260 | 


Stutz LAA | 4383 | 
Stutz SV-16 | 

Stutz DV 32 
Will.-Ov’land 6-90A 
Will.-Ov’land 8-88A 
Willys-Knight 66E 


2814 | 
3250 | 
| 3775 | 


stant location of any 
book. 


| 3165 | 


127-136 
133 


134-140 
134-140 
143-149 
109 | 
116 
125 
135 
146 
137 
113 
114 


114% |§Own 


122 
113 
106 
106 
132 
144 
118 
113 
123 


| 3270 {119-126-132 |;Own | 


116 
122 
126 
130-136 


136 
145 
125 
145 
116 
121 
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142 


116%4| Own 
116%| Own 


142-147 
130-137 
142-147 


127%| Own 


137-142 
142-147 
137-142 

112 


114 
117 
117 
135 
131 
125 
110 
114 
117 
117 
125 
135 


127 


4885 | 1344-145 
5281 | 134%-145 


113 
121 
121 


section in the 


The 1931 supplement furnishes 


AC 
AC 


| 100@3400 ;*Alum | 5 
| 160@3400 *Alum | 4 
13@3000 | Alum | 2 | No 
82@3200 | CI 
5.03 | 30.02 | 95@3000 | CI 
4,80 | 35.12 | 113@3200 {| CI 
4.80 | a | 113@3200 | CI 
38 | } 115@3 | CI 
30 189 | 135@3400 | CI 
36 | 575 | 165@3400 | CI 
} a 60@3000 | CI 

| 82@3400 |*Alum 
$3.90 | 100@3400 |*Alum 
39.20 | 125@3200 |*Alum 
39.20 | 125@3200 |*Alum 
33.8 | 115@3800 |*Alum 


| Lye 
| Lye 
| Own 


Ste | Str 
No | Til 
AC Mar 
AC | Mar 
AC; Mar AC 
AC; Mar AC 


AC | Own AC 


tir] Valve Ar- 
O |rangement 


5.26 | 28.8 
5.50 46.8 


5.10; 78 | 
5.09 | 27.61 
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l No | Str 
| 


AC 
Ac 


Bish-Bab 


Bish-Bab 


DL AC 
DL AC 


Yes | Car AC 
Yes | B&B Yes 
Yes | Str Yes 
Yes ; Str Yes 
Yes | Str Yes 
AC | Sch No 
Yes | B&B Yes 
Yes | Til AC 


Yes | Car Yes 
Yes | Str Yes 
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— | Zen 
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AC | Sch AC 
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Ste | Mar AC 
Ste | Str AC 
Ste | Str AC 
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AC AC 
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AC | Str AC 
AC | Str AC 
AC | Str AO 
AC | Str AC 
AC | Str AO 
AC | Str AC 
AC | Str AC 
AC | Str AC 
AC|str AC 
Yes |Own AC 
Yes | Own AC 
Yes Yes Own AC 
band Yes; Own AO 
Ste’ Str AO 
Ste | Str AC 
Ste | Str AC 
AC| B&B Yes 
AC | Mar Yes 
AC | Mar _ Yes Yes 


Yes Yes | Zen n ves 
AC | Sch Own 
AC | Sch Own 
VS | Sch Un 
AC | Str No 
AC | Str No 
Ste | Str No 
Ste | Str AC 

Str AC 
Ste | Str AM 
AC | Zen Un 
AC | Zen AM 
Ste | Str AC 
AC | Til TH 
AC | Til AC 
Til | Til AC 


5 
5. 


Yes 
Yes 
Yes 
Yes 


| — 


\sOwn 
\sOwn 
|$Own 
|sOwn 
¥a| Lyc 
{Own 
| Con 


3% x4) | 298.6 | 
ane | 211.5 | 
| 214.7 | 


rai | 217.7 | 
3%x4% | 282.1 | 


244x434 | 193.0 | 
37%x4% | 200.5 | 
3y45X3% | 220.0 | 
34%x4% | — | 
3%x4 =| 398.0 | 
314x414 | 224.0 | 
1 34%x4% | 207 | 


5. 
5.20 
5.35 
5.20 
5.20 
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u 35 

.20 

35 


9) "0 
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@3600 | Al 


| 
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| 19@3400 | Al 
| 
| 
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Yes 


No 
4 


oe} | 
aR 


| 2 
| 
| 
\* 
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| 2 
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27.3 
25. 
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90@3400 | Al 
70@3200 | Alu 


4.60 | 24.03 | 50@2600 | Al 
5.50 | 30.0 65@3400 | Al 


5.10 | —— | 100@3100 |*Alu 
_5.12 | | 150@3100 |*Alu 
6.50 | 25.35 | 80@3400 |*Alum 
5.45 | 23.4 | 70@3200 |*Alum 
3%x4 | 245.4 | 6.50 | 31.25 | 90@3400 |*Alum | 

3 x4% 7] 254.1 | 5.80 | 288 | 101@3600 | Alum | 
| 3%x4% | 228.1 | 5.00 | 2734 | 75@3200 |*Alum 
8 243x4% | 250.7 | 5.40 | 27.61 | 93@3200 | Alum 
| 8 | 3x5x434 | 279.9 | 5.47 | 30.10 | 103@3200 | Alum 


| 8 | 33x43 | 353.0 | | 5.38 | 36.4 | 115@3000 | CI 
| 125@2900 | Alum 


[8 3%x5 | 3840 | 5.23 | 39.2 
112 | 3%x4% | 448.0 | 5.25 | 50.7 | 150@3400 | Alum 
| 125@3400 | Alum 


| 8 | 34%4x4% | 3152 | 5.50 | 33.8 
| 200@3400 | Alum 
70@3000 |*Alum 


16 | 3%x4 | 490.8 | 5.75 | 62.5 
3%4x4% | 201.3 | 510 | 234 
3 x4% | 247.4 | 5.10 | 288 | 85@3200 |*Alum 
3%x4% | 260.8 | 5.25 | 312 | 100@3400 |*Alum 
3%x4% | 322.0 | 5.25 | 364 | 125@3600 *Alum 
3%x4% | 322.0 | 5.25 | 36.4 | 125@3600 |*Alum 
7403200 CI 
87@3350 Cl 


| | 
| | 
| | 
| | 
| | 
| 3y55X4% | 213.3 | 26.3 | 
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| Ful 

| Ful 

| Yes 

Yes 
Bish-Bab 
No 
Bish-Bab 
Bish-Bab 
Bish-Bab 
Har 

Yes 

Yes 

Yes 
Pines 
Bish-Bab 
Bish-Bab 
Bish-Bab 
Bish-Bab 
Bish-Bab 


B 
5 


| Own 

| Own 

|} Own | 

| Own | 
Own | 
Own | 

| Own 

| Own 

| Own 

| Own 

| Own 

| Own 

| Own 


~'0 ¢ 
S3Sles * 


—— 
——" 


i | 445.5 | 
| 320.0 | 
| 384.8 | 


| 320.0 | 


| 3%4x4% | 366 | 
| 3%x4 | 429 | 
| 
| 
| 
| 


| Own 
| Own 
| Own 


3 x4% | 240.3 | 
3y'5x4 
3y3:x5 110@3200 |*Alum 
34%x5 135@3200 '‘*Alum 
3,%5x5 110@3200 ,*Alum 

125@3000 |*Alum 

150@3200 '*Alum 
140@3200 |*Alum 

| 65@3200 | Alum | 

5.10 | 26.3 | 65@3200 | CI 
5.20 | 37.8 | 85@3200 | CI 
5.30 | 23.4 | 80@3200 | Lo-Ex 
5.30 | 36.48 | 125@3300 | Alum 
5.30 | 36.48 | 125@3300 | Alum 
| x434 | 268.6 | 5.37 | 28.8 | 90@3300 ace Alum 
j 1189.8 | 5.00 | 23.4 | 

| 


66@3200 | CI 
SOBs 72@3200 | CI 


| 230.0 | 5.00 | 25.4 | 80@3200 cI 
‘ ‘| 221.0 | 5.00 | 30.0 | 85@3200 , CI 
| 250.4 | 5.20 | 30.0 | 101@3200 *Alum 
| 337.0 | 5.10 | 39.2 | 122@3200 |*Alum 
| 241.5 | 5.50 | 27.3 | 85@3150 *Alum 
| 322 | 5.50 | 364 | 113@3300 *Alum 
| 322 | 5.10 | 36.4 | 156@3900 “Alum 
} 193.0 | 5.26 | 25.35 653400 , CI 
| 245.4 | 5.26 | 3125 | 80@3200 | CI 
| 255.0 | 5.50 87@3200 |*Alum 
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HACK SAW AND 


SCREW DRIVER ELECTRODE 


complete replacement data on mod- 
els brought out the latter part of 
1930, gives full information on 1931 | 
vehicles, and as much information 
on 1932 models as was available up 
to press time. The book is being 
distributed to automotive parts dis- | 
tributors and dealers, as well as 
large repair shops and fleet owners. a 


STROMBERG TOOL KIT | 


A new kit, containing a complete 
set of special tools for servicing 
Stromberg carburetors, has been de- 
signed by the Bendix Stromberg 
Carburetor Company division of the 
Bendix Aviation Corporation. 

The set can be purchased with 
or without reamers. The reamers, 
however, are an essential part of 
the kit, as they are of a special size 
for throttle stem bushings and ma- 
terially aid in servicing Stromberg 
carburetors. The cost of these spe- 
cial reamers is less than standard 
types. They cannot be purchased 
from jobbers. 

The Stromberg carburetor service 
set, complete with reamers, is $27.75 
net, and without reamers, $19.75, 





The Forsberg Manufacturing 


The United Motors Service, Inc., 


Company has just added two items | forwards to us an advance copy of a 


to its automotive line in a rubber 
grip hack saw and a rubber handled 
screw driver. 

The hack saw is described as hav- 
ing a reinforced frame and a rubber 
|pistol grip. The rubber handle is 
mounted uncer pressure with a steel 
|}insert inside the frame to reduce 
tension. The frame of the saw may 
be adjusted from eight to twelve 
inches, and the blades may be ad- 
justed in any ot four ways. The 
maker claims that the rubber 
handles are practically unbreakable. 

The new screw driver has an in- 
sulated rubber handle, moulded un- 
der pressure, and claimed to be 
practically unbreakable. The han- 
dles hav~ fluted and knurled ridges 
to insure a good grip. A hexagon 
guard is fitted to prevent the band 
from slipping and touching the 
blade in electrical work. Four wings 
at the top of the blade are moulded 
into the handle to form an anchor- 
age and prevent turning, twisting 
or pulling away from the . handle. 
These screw drivers are offered in 
all standard sizes, 


| 


new book that it is bringing out. 
This is a combined service catalogue 
| of New Departure and Hyatt bear- 


| ings, covering passenger cars, com- 


mercial vehicles, tractors, farm ma- 
chinery from 1926 to 1932, inclusive. 

This new work lists the New De- 
parture and Hyatt numbers required 
to replace the existing ball and roller 
bearings in every part of these 
mechanisms, and it will be an in- 
valuable reference book for all ceal- 
ers and service stations having to 
make bearing replacements. 

The United Motors Service main- 
tain twenty-seven branches and | 
more than 1,000 distributors carry- 
ing these bearings in stock. Those 
desiring this new service catalogue 
may have a copy upon ~equest. 


PER CAPITA OWNERSHIP 
OF CARS DECLINES | 
Washington, June 28.—There was | 
one car to every fifty-six people in 
the world in 1931, in comparison to 





| 


Joseph T. Ryerson & Son, Inc., a 


|new Alleghany metal electrode, the 


rod being applicable to Alleghany 
metal and other stainless steels in 
the 18-8 chrome nickel group. 

The flux coating produces a non- 
active gas surrounding the hot 
metal and preventing oxygen in the 
air from attacking the metal and 
forming oxides. The heavy slag 
forming on top of the weld acts as 
a protection as the metal cools off. 

In welding with this electrode, it 
is not necessary to remove the slag 
before the next bead is laid down. 
It is stated that tests indicate car- 
bon increase in the bead of about 
0.01 per cent. as compared with the 
rod. In this way the corrosion re- 
sistance of the deposited metal re- 
mains equal to that of the parent 
metal, and the weld is soft enough 
to machine. 

FIRESTONE WAREHOUSE 
LEASED IN NEWARK, N. J. 

Newark, N. J., June 28.—The 
lower portion of the building at 
574-78 Ferry Street, comprising 


one car to every fifty-four in 1930,| about 25,000 square feet, has been 
according to figures-compiled by the | rented to the Firestone Tire and 
automotive division of the Depart-| Rubber Company of Akron, O., for 


ment of Commerce, 


storage and distribution purposes. 
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Make and Model e | ’ e t S aw 

3 | #| § e3 | BE | Bs 

= |n 2 te n D aD _ 
Auburn 8-100 | Chain Del-R |*Del-R-S Long | D | 3 | SM-LGS-F | U | Col | *4.70 | M Ross | S 56% | Own | Bijur |°17x5.50 
Auburn 12-160 | Link Del-R |*Del-R-S Long ; D | 3 | SM-LGS-F | M| Col % | *4. 08 | _ Bendix Ross | S 5634 | Own ; Bijur |*17x6.00 
Austin | Gear Aut-L |*Aut-L Rock | WG/|3 | — |S‘ Sal % | 525 M Say-B | Cant | Own " Al-Z | 18x3.75 
Buick 32-50 Tex Del-R | Del-R ‘*Own | O | 3 | SM-Own-F | O ) Own % | 460 Own Sag | S 56 wt “Own | { | Al-Z | 18x5 50 
Buick 32-60 Tex Del-R | Del-R *Own | O |3|SM-Own-F |O Own % | 454 Own Sag S 55% ; Own | A ” : | 18x6.00 
Buick 32-80 Tex Del-R | Del-R *Own | O |3|SM-Own-F |O Own % | 427 Own Sag S 58% |Own | A 18x7.00 
Buick 32-90 Tex Del-R | Del-R *Own | O | 3! SM-Own-F |O | Own % | 4.36 _Own Sag  S 58% | Own _| Al-Z ar. ; _ + 18x7.00 
Cadillac 355 B | Morse Del-R | Del-R Own! O131|SM | ‘S$ Own % | 460 OwnM Sag |S 58 | Own \ Alem {| 17x700 
Cadillac 370 B | Morse Del-R | Del-R Own O |31|SM |S Ovn % | 480 OwnM Sag/S58 | Own Alem | 17x7.00 
Cadillac 452 B | Morse Del-R Del-R Own O |31SM |S Own % | 464|OwnM Sag S60 | Own | Alem | 18x7.50 
Chevrolet | Gear Del-R |*Del-R Own | O | 3 | SM-F {—| Own % | 410 |M Own | S 54 | Own | bs ‘Alem _| 18x5.25 
Chrysler 6 | Chain Del-R Del-R “—|O0 |3|—PF }—| Own % | 460'H Own | S 53% |—— | Alem | 18x5.50 
Chrysler 8 | Chain Del-R Del-R "—|O/|}4|— FP —|Own % | 430 H Gem S 54% | — | Alem | 17x6.50 
Chrysler Imp. 8 i Chain Del-R Del-R *—~|O|4|— F | =| Own % 410 'H Gem S57%|— | Al-Z | 17x7.00 
Chrysler Imp.%Cus.; Chain Del-R Del-R *-_|O|4|— FP Own - 4.10 H Gem | S 57% | — Al-Z | 17x7.50 
Cord (Fr. Wh. Dr.) | Link Del-R |*Del-R Long; D |3|— * | Col | 480 H Gem |S 62 | Own | Bijur | 18x7.00 
De Soto Six | Chain Del-R Del-R ‘*Own! O | 3 | O-F } —| Own a | 462 | H Own | S 53% | —- | Alem ] 18x5.25 
De Vaux 6-80 | Morse Aut-L |*Aut-L Borg! W | 3/1 — {|S tAD % | 440'M tW |S 54% | Tryon | Al-Z | 19x5 25 
Dodge Six D L | Chain Del-R | — —|0o |3|—PF |—| Own % | 460 H Own S 54% |—— jj Al-Z | 18x550 
Dodge Eight D K | Chain Del-R |: Del-R *~|O |3|—P | — Own tf |} 410 !H Gem S55 | — Al-Z | 18x6.00 
Essex Gr. Su. 6 | Morse Aut-L |*Aut-L-S “Own O | 3|SM-WG-F |S Own % | 4.63! Bendix Gem _ S 54% | Own ' Alem | 18x5.25 | 
Ford A | Var-G Own |*Own Own | O |3|SM |}O | Own %» | 411 |M Gem |S-Tr39 | Own | Al-Z | 18x5.25 
Ford V8 | Var-G Own |*Own Own O1|3!SM 1}O|Own % | 411|M Gem | S-Tr | Own | Al-Z 18x5,25 
Franklin Airman | Chain Del-R *Del-R-S | W13|)SM-BWF |M|— % | 473;H Gem £1 42) —— |) Al-Z | 19x6 50 | 
Franklin V-12 Chain Del-R |*Del-R-S Long | W|3|SM-BW-F |M ‘Col % | 445|/H Ross |S 60 | Fafnir | Al-Z | 17x7.50 
Graham 6 (1933) | Link Del-R | Del-R “Long |WG| 3 | SM }U|Sal % | 455 | H Ross S54 |ERS_ | Al-Z | 17x6.00 
Graham 6 | Link Del-R, Del-R Long ,WG|3| WG-F }U;Sal % | 445|H Ross |S 54 | ERS | Al-Z | 17x550 
Graham 8 | Link Del-R | Del-R Long WG/|3j|SM-WG-F |S Sal % | 430;H Ross |S 54 | ERS | Al-Z | 17x6.00 
Hudson Greater 8 | Morse Aut-L |*Aut- \ut-L-S *Own O |3|SM-WG-F |S | Own % |f 14.63 | Bendix Gem | S 54% | Own | Alem | _|*17x6. 00 
Hupmobile 216 | Chain Aut-L A-L-S-f E Borg WG|3|SM-WG-F |M:! Spic % | 454 M Ross S53 | Tryon | Al-Z | 18x550 
Hupmobile 222 | Morse Aut-L |*A-L-S-§ Borg WG|3|SM-WG-F | U | Own % | 436 |M Gem | S 57% | Rub-B_ Al-Z | 17x6.00 
Hupmobile 226 | More Aut-L *A- -L-S-§ Long D !|3{|SM-DG-F |U:Own % | 436'M Gem | S 57% | Rub-B Al-Z | 17x6 50 
La Sale 345 B | Morse Del-R | Del-R Own O13{|SM |S Own % | 460 | OwnM . Sag S 58 "7 Own Alem | 17x7.00 
Lincoln V-8 | Chain Aut-L |*Aut-L Long | O | 3 | SM-F }S | Own F | 458 |*Bendix Own) S62. | Own | Alem | 18x7.00 
Lincoln V-12 ‘Chain Aut-L |*Aut-L Long | O | 3) SM-F |S |Own F | 458 "Bendix Own |S 62 | Own | Alem | 18x7.50 
Marmon 8 | Diam Del-R |*Del-R  ‘*—|D /|3{|SM |S Spic % | 408 | Bendix Ross| S57 | Tryon Alem | 18x6.00 
Marmon 16 | Diam Del-R| Del-R Rus; M|/3{|SM |S Spic % | 3.78 | Bendix Ross |S 59% | * Alem | 18x7 00 
Nash Big Six | Chain Aut-L |*A-L-S-§ Borg) O |3|SM-DG-F |O/| Own % | 470|M Ross |S 54 | ERS Alem | 18x5.25 
Nash Stand. Eight | Chain Aut-L |*A-L-S-§ Borg] O |3|SM-DG-F |O/;| Own % | 444. M Ross | S 54 -| ERS Alem | 18x5.50 
Nash Spec. Eight | Chain *Aut-L |*A-L-S-§ Borg) O |3|SM-DG-F |O Own % | 443 Bendix Gem; S 55%)| * Bijur | 17x650 
Nash Adv. Eight | Chain *Aut-L |*A-L-S-§ Borg] O |3|SM-DG-F |O Own % | 450 Bendix Gem |S 57%| * | Bijur | 18x7.00 
Nash Ambas. Eight Chain *Aut-L |*A-L-S-§ Borg) O |3|SM-DG-F |O Own % | 450 Bendix Gem |S 57% | * Bijur | 18x7.00 
Olds=ebile F-32 Chain Del-R | Del-R. Borg | M13 |SM-BW-F |S‘ Own % | 456 | Bendix Sag S 54% | Tryon Al-Z | 17x6.00 
Oldsmobile L-32 | Chain _Del- R | Del-R Borg| M|3|SM-BW-F |S Own % | 477 | Bendix Sag S$ 54% | Tryon Al-Z | 17x6.00 
Packard Twin Six | Morse Aut-L |"Dyn “Long | O |3)| SM ~~ | M/| Own % 469 |M Own S 60% j|Own  Bijur | 18x7.50 
Packard Stan, 8 | Morse NE |*Dyn Long | O |3|SM |M Own % | 466 ;M Own ; S 60% | Own isiyur | 6.50x‘9 
Packard De L.8 | Morse NE |*Dyn Long | O | 3/| SM |M Own % | 466|M Own | S 60% | Owr Bijur 7.00x19 
Packard Light 8 | Morse NE |*Dyn *Long | O |3| SM |S Own % | 466|M Own |S 56 | Own Alem | 17x6.50 
Pierce-Arrow 54 | Chain Del-R |*Del-R-S Long | O | 3 | SM-F |S | Own % 4.42 | Bendix Ross | S 61 Faf | Myers | 18x6.50 
Pierce-Arrow 52. | Chain Del-R |*Del-R-S Long ! O |3|SM-F S| Own % 4.42 | Bendix Ross | S 61 Faf | Myers | 18x7.00 
Pierce-Arrow 53 | Chain Del-R |*Del-R-S Long lo | 3 | SM- S| Own % | 458! Bendix Ross 'S 61 | Faf | Myers | 18x7 00 
Plymouth | Var _—Del-R | Del-R “Own O | 3 nile O| Own % | 433 | H Own |S 53% | —— | Al-Z _|_18x5.25 
Pontiac 6 | Chain Del-R | Del-R Own y M13 )SM-BW-F |M\Own % | 455 | Bendix Sagj|S54 |Inlox | Al-Z | 18x5.25 
Pontiac V-8 | Link Del-R | Del-R Own! M | 3 | SM-BW-F M Own % | 4.22 | Bendix Sag | S 54% | Inlox | Al -Z _| 17x6.00 
Reo Fly. Cloud “S”| Chain Del-R |"Del-R-S Long |O |3|SM-F |S|Own %/| 460/H Ross |S 55 | Tryon | AL-Z | 17x5.50 
Pe- Royale Cust, Morse Del-R | Del-R-§ Long | O | 3 | SHG {U | Own 4% | 407/!H Ross | S 574% | Own | Far | 6.50x18 
Reo Royale ! Morse Del-R | Del-R-§ Long | O | 3 | SHG }U | Own % | 407 | H Ross | S 5742 | Own | AI-Z | 6.50x18 
Reo 8-25 Link Del-R i*Del- R Long! O |3! SHG }U| Own % | 4.90 | H Ross S 55% | Own | Al-Z 17x6.5¢: 
Rockne 6-65 Morse Aut-L \*Aut-L-S Borg |WG| 3 | SM-BW-F | M| Spic % 4.55 | Bendix Ross | S 54 | Tryon , Al-Z | Al-Z | 18x5.20 
Rockne 6-75 | Chain _Aut-L |*Aut-L-s Long wa | 3|SM-BW-F | M' Own % | 4.73 | Bendix Ross |S 54 | Tryon | Al-Z | 18x5.5" 
Studebaker 6-55 | Chain Del-R |*Del-R-S Long | O | 3 | SM- BW-F |S Own % j 4.27 Bendix Ross|S 54 | Tryon | Alem | 18x5.50 
Studebaker Dict. 62| Cel Del-R |*Del-R-S Long | O | 3! SM-BW-F |S! Own % 4.73 Bendix Ross | S 54 Tryon | Alem | 18x5.50 
Studebaker Com. 71| Cel Del-R |*Del-R-S Long | O |3| SM-BW-F S | Own &% 4.73. Bendix Ross | S 56 Faf | Alem | 18x6.00 
Studebaker Pres,91 Var-G Del-R |*Del-R-S Borg | O | 3 | SM-BW-F |S | Own % |_| 431 | Bendix Ross! S 60 | Faf | Alem | 18x6.59 | 
Stutz LAA | Link Del-R ; Del-R' Borg| D | 4| — ]U | Sal % | 510,H Gem |S 60 | Own Bijur | 19x6.50) 
Stutz SV-16 |Link Del-R Del-R Long | M/|3/j{SM |M Tim % | 475 |H Gem | S 62% | Own Bijur | 18x7.00 
Stutz DV-32 Link Del-R | Del-R Long! M!3/;|SM |M. Tim % | 450 | H Gem | S 62%, | Own Bijur | 18x7.00 
Will.-Ov'land 6-90A| Link Aut-L |*Aut-L-S Own| O|3|SM-F |S | Own % | 460 ' Bendix Own /|S 51 Tryon | Alem | 18x5.25| 
Will.-Ov'land 8-88A! Link Aut-L |*Aut-L-S Borg! O | 3 | SM-F S | Own % | 440/ Bendix Ross |S 56 | Tryon | Alem | 18x5.50| 
Willys-Knight 66E | Link Aut-L |*Aut-L-S Rock! O | 3 | SM-F S | Own % | 418) Bendix Ross | S 56 Tryon | Alem | 17x6.00 
KEY TO ABBREVATIONS Clutch—Borg, Borg & Beck: Br-L, Brown | Corp.; Far Parva) Myers—Chasais STAINLESS STEEL 


Weight — fAustin standard 2 wpussenger 


coupe. Stutz DV 145-inch wheel base 
weighs 5,352. Tudor sedan. 

Engine Make—Con. Continental: Lyc. Ly- 
coming. ‘Air-cooled with spot tempera- 
ture control. tThermo syphon water 
circulation. §Floating power. 


Thermostat—Bish-Bab, Gishop & Babcock 
Dole, Dole Valve Co., Chicago, IJl.; Ful, 


Fulton Co.; Har, Harrison; Pines, Pines 
Wintertront Var, various makes. 


Valve Airangement—L, L head: H. hort- 
zontal O. overhead: K_ sleeve valve 
LV V-type L head. HO, Horizontal 
Opposed. 

Piston Material—*Alum, aluminum wit: 


invar struts Alum, aluminum alloy’ Cl 
cast iron; S. St, semi-steel; Lo-Ex, Alu- 
minum Corporation of America 

Oil Purifier—Wal, Wall; Han, Handy; AC. 
AC Spark Plug Company: Bte, Stewart- 
Warner; Ski, Skinner; Flo, Floato; Cuno, 
Cuno Engineering Corp; Pur, Purolator 
*Using both Floato and Skinner. 
tUsing AC with Floato attachment. 
**Using both AC and Purolatur. 


Fuel Cleaner—AC, AC Spark Plug Co.; Gas. 
Gascoiator; Ste, Stewart-Warner: Til 
Tillotson; V-S, Van Sicklen. 

Carburetor—Sch, Wheeler Schebler; Zen, 
Zenith; Mar, Marvel; Car, Carter; Str 
Stromberg: DL, Detroit Lubricator; Til 
Tillotson; B&B, Ball & Ball. 

Air Cleaner—AC. AC Spark Plug Com 
ny; AM, Air Maze; Un. United; Til 
illotson 

Front En¢ Drive—Link, 
Texolite; Cel, Celeron: 
Chain; Morse, Morse Chain Compan 
Var, various makes of chains; Var- 
various makes of gears. 

(gnition, Generator and Starter--Aut-L 
Auto-Lite; A-L, Auto-Lite; Del-R, Delco- 
Remy; Dyn, Owen-Dyneto Corp.; N E, 
North East. 

*Nash.—Indicates twin ignition. 
*Bendix starter used. S—Startix equipped. 
§Startix optional equipment. 


Link Belt; Tex 
Diam. Diamocd 





Lipe: Reck. Rocktord Machine: 
Long Clutch Company: Rus, Russell 
Mfg. Co. *Bendix Clutch Control. 
Transmission Make—D, Detroit Gear; WG 
Warner Geas Gompaay; M, Muncie Gea: 
Company: Own: New Process Gear 
Corp.; W. Cone an 
*Pranklin Transcontinent models are 
ee with both Warner and Detroit 
3 or 4 speed gear scts. according to bodv 
type. 
fransmission fype— UG. Detroit Gear & 
Machine Co.: GS, The LGS Corp.; fF 
Free Wheeling: SM. Synchro Mesh; BW 
Borg-Warner; NP—New Process Gear 
Corp.; WG, Warner Gear Co.; SHG 
Synchronized Herringbone Gear. 
Universais— U, Detroit Universal! Products 
S Spicer Mfg Corp.; O, Own, M, Me- 
chanics Universal Joint Company. 
*Cord using Detroit Universal Products 
and Mechanica! Oniversal Joint Co. 


tear Ax'e—Co!l Columbia: Sal, Salisbury 
Spic, Spicer Mfg. Corp.; Tim, Timken 
N.P., New Process Gear Corp.; %, Semi- 
floating; 3%, % floating; F, Full floating: 
tAdams used on custom models. 

Ratio—*Dual ratio optional; Hudson 132- 
in. wheel base models have rear axle 
ratio of 5.10 

GBrakes—H, hydraulic; M, 
Bendix, Bendix Brake Corp 
with Vacuum Booster 

steering Gear—Gem, Gemmer; Ross, Ross 
Gear and fool Company; 5ae, Saginuw 
Ssy-B Saylor-Beall Manufacturing Com 
pany: War. Warner: N.P., New Proces> 
Gear Corp. tRoss used on custom models 

Rear Springs — S, seml-elliptic; El. ful: 
elliptic; Cant, semi-cantilever; 8-Tr 
semi-transverse 


Spring Shackles—Tr vo 0, 


mechanieal; 
*Equipped 


Willys-Morrov 


Company: Rub B. Rubber Shock Insn 
lator Compeny: Pat, Fafnir Bearinv 
Company; Eaton Products, Inc.: 


Inlox~Inland Mfg. Co.; *Tryon, front 
ERS, rear. *Own. front. ERS, rear. 
**Using both Rubber-B and Fafnir. 


Chassis, Lubricator—Alem, Alemite; Al-2. 
Alemite Zerk; Bijur, Bijur Lubricating 





Long | 


Lubricating Co 

Tires—Auburn $8 custom models equipped 
with 17x6.00. 
*Hudson 122-in. wheel 
equipped with tires 17x6.50 
inch whcelbase models have 
tires 


NEW CUTTING SAW 


base models 
Stutz 145- 
20x7.00 








The Electric Arc Cutting and 
Welding Company is offering a new 
cutting saw, under the trade name 
Alternarc. 

This saw may be arranged for 
either two, three or single phase. 
In each case there is a double cut- 
ting arrangement so both ferrous 
and non-ferrous metals may be 
handled. 

It is claimed that the saw will cut 
any size or shape of any metal that 
will conduct electric current. 
cut pipes, fittings, etc. It can be 
used to bevel, 
miter. The cut that remains is a 
blue steel surface, similar to mild 
steel finish, and the bottom side of 
the cut is slightly roughened. Pro- 
vision is made on the machine for 
facing this to a smooth surface if 
desired. 

An electric transformer is sup- 
plied for this arc cutting saw, which 
can also be arranged for ordinary 
are cutting by a slight rearrange- 
ment of taps and the addition of a 
controlling switchboard, 


It will | 


chamfer, square Or | 





MOTOR LEAFLET 


The Lincoln Electric Company is 
issuing a large-sized leaflet describ- 
ing and picturing its stainless steel 
motor. This motor is completely 
sealed wherever dirt or dust, mois- 
ture or fumes can get in to clog, | 
abrade or corrode its windings or 
bearings. 

The leaflet gives complete views 
of the motor parts, diagrams, etc. 
It comprises a very complete de- | 
scription in a brief space and is well 
printed, with excellently reproduced 


;of average 


| State 





pictures. 
STEEL HANDBOOK 


The April edition of the Standard 
Handbook of Steel Price Extras is 
now ready for distribution. This 
edition contains all the new chrome 
alloy extras, a new section covering 
nitralloys, product data pages 
showing products and size ranges of 
leading steel producers. There are 
nearly 150 pages of price informa- 
tion, ranging from alloy steel to 
wire. The handbook is designed to 
be useful to buyers, sellers, distrib- 
utors, engineers and estimators, 


Be a aan 


ELECTRIC EAR USED 
TO MEASURE KNOCK 


(Continued from Page 9) 


determine the relative amount of 
knock and of overall motor noise 
created by a standard type of auto- 
mobile under road conditions when 
using various gasolines. 

“It was found that the overall 
loudness measurements and the fre- 
quency band measurements followed 
the same general trend, indicating 


that the detonation noise or knock 
was one of the major components of 
the total motor noise. The total en- 
gine noise, including that of the 
knocking for a given load on the 
motor (at constant speed), was 
proven to be a direct measure of the 
performance of the gasoline.” 

The sound meter was mounted in 
the rear passenger compartment of 
the car and carried with its opera- 
tors during the test runs. It come 
prises a sound pick-up device to con- 
vert acoustic into electrical energy, a 
vacuum tube amplifier, and a cali- 
brated gain control to measure 
sound levels over a range of one 
hundred million to one. 

Using this device, the engineers 
made readings of the knock noises 
in terms of “decibels,” on a logar- 


|ithmic scale of 0 to 100. 


The precedure of making the 
measurements was as follows: 

The gasoline tank, gasoline lines 
and the filter bowl of the car were 
completely drained of gasoline, fol- 
lowing which a sample of gasoline 
from a sealed container was placed 
in the tank. The motor was then 
started and operated sufficiently 
long to consume all gasoline re- 
maining in the carburetor bowl from 
| the previous sample and, in addi- 
tion, to raise the motor temperature 
to a constant value representative 
motor temperatures 
under the prevailing weather con- 
ditions. The car was then driven 
on the level grade toward the hill 
at a constant speed of twenty miles 
per hour with spark in normal driv- 
ing position, as previously described. 
The grade was then ascended at 
the same constant speed, the throt- 
tle opening being regularly and 
positively opened to maintain this 
speed. Observations were made of 
the overall noise level at fixed 
stations on the level stretch and on 
the ascending grade. Three runs 
were made in succession on each 
sample of gasoline. 

From data compiled after the 
tests, graphs were drawn of the 
noise level, as indicated by the 
sound meter, referred to the distance 
in feet up the grade from the start 
of the slope. The integrated aver- 
gave noise level was then determined 
for the first 700 feet and for the 
section from 1,100 to 2,000 feet. The 
intermediate section was rejected in 
all cases, due to a change of grade 
which caused a change in throttle 
opening, necessitating readjustment 
and restabilization of the operating 
conditions of the motor. 

The integrated average values of 


| the overall noise have been taken 


as knock level ratings in the man- 
ner described, 

The original data taken in the 
measurements are in the files of 
Electric Research Products, Inc., 
and are open to examination. 


INDIANA ORDERS TRUCKS 

Indianapolis, Ind., June 28.—Pure 
chase of 112 trucks for use of the 
maintenance department of the 
Highway Commission has 
been made with a total of approxie 
| mately $150,000 involved. 
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(Continued 


market in the specified territory 
where such a plan is to be put 
operation, In such a governed plan 


there would be fewer representa- 


tives, and, necessarily, less com- 
petitive bidding among them, less 
duplication of sales efforts, no in- 


ternal strife and a guaranteed sales 
volume that would more than carry 
the various overieads of the re- 
spective dealerships. 

It is apropos to say credit to the 
cealers should be extended by the 
manufacturer as it. is in all other 
merchandising fields. There is no 
other industry at this time where 
credit is so closely guarded and 
withheld as in the automotive in- 


. dustry. The manufacturer has al- 
ways rigidly held to the C. O. D. 
plan. Retail merchants in other 


fields have always enjoyed the busi- 


ness courtesy of credit, the time 
limitations ranging from sixty to 
ninety day: 


Why shouldn't there prevail this 
same trust and confidence in this 
industry? It certainly would mate- 
rially assist in Keeping dealers’ as 
sets liquid, it would be a constant 
stimulus for efforts, and a 
strong incentive for him to move 
his merchandise within the limited 
time of credit or otherwise he would 
be compelled to make payment for 
the merchandise’ unsold which 


New Dealers 





sales 











MICHIGAN 
Graham-Paige—W. D. Vandecar, 
Grand Rapids; Sheldon Cole Auto 

Company, Traverse City. 
Rockne—Hobday’'s Garage, Colon; 
H. A. Schmid Company, Detroit; 


George H. Swanson, Manistique; 
Quality Motor Sales, Wyandotte. 
Studebaker—White Lake Oil 


Company, Montague 
MINNESOTA 


Hupp—Albert Lea Motor Sales 
Albert Lea. 
Rockne—Graystone 
troit Lakes; Gilbertson 
Warren; Sigurd Brude, 
F. J. Mitchell Motor 
Ortonville 


Garage, De- 
Garage 
Rosseau; 
Company, 


MISSOURI 
Willys-Overland Blase 
Sales, St. Louis. 
MONTANA 
Willys - Overland — Wayland & 
Evans Garage, Hamilton; Stevens- 
ville Repair Shop, Stevensville. 
NEBRASKA 


Motor 


Rockne—Hubbard Motor Service, 
Hastings. 
NEW HAMPSHIRE 
Graham-Paige—John E. Ricker, 


Farmington. 
Rockne—Portsmouth Motor Mart, 
Portsmouth. 


NEVADA 
Rockne—Lincoln Highway Ga- 
rage, Austin. 
NEW JERSEY 
Hupp—Packard Plainfield Com- 
pany, Inc., Plainfield. 
Rockne—Spar Motor Company. | 


Toms River; Franklin-Rockefeller | 
Motors, Inc., Morristown; Max Sie- | 
. belts Motor Sales, Inc., Union City 
NEW YORK 
Hupp—William E. Gordon, Inc., 
Long Island City; Herbert Scarlett 


Oxford 

Studebaker — People’s Garage 
Glens Falls: West Garage, Middle- 
burg 

Willys-Overland—Main Street Ga- 
rage, Whitehall; A. Wendelken, The 

3 Bronx, New York city. 
Rockne—Beisheim Garage, Roch- 


ester; Harold Perfit, Inc., Brooklyn; 


F. Harold Sayre, Southold; C. J.| 
Favreau, Malone; 
Rouses Point; August Peterson, 


Jamestown. 


DO WE NEED A TONIC 
OR AN OPERATION--OR 
AN UNDERTAKER? 


into | of 


Appointed 


from Page 5) 


would naturally tie up that 


is obvious and evident that 
would be a 
dealer stocks 
result, dealer and 
would both be beneficiaries of 


actuated business 


and, as an 


} 
I do not contend that the manu- 


portion 
his working capital involved It 
there 
quicker turnover of all 
ultimate 
manufacturer 
such } 


facturer would be warranted in ex- 
tending this credit to every dealer- 
ship, but you can rest assured that | 
as soon as the dealerships learn of | 
such credit being available to those 
whose business integrity and finan- 


cial status 


warranted, it would only 


be a short time until those unquali- 


fied would place their 
such order as to meet the 
credit investigation. 


Last, but not least, I am confident 


that it would do more than 
a lasting friendship 
lealer and the manufacturer 
While there probably art 
ailments in the automotive 
I sincerely believe that, 
more onerous ones thoroughly cured 


the convalescent stage of this indus- 
and at 
later dates treatments could be ad-! 
times to] 


try would be far advanced 


ministered at opportune 


othe 
business, 
with the 


keep the business immune from the 


destructive 
appear. 


other 
might 


anchaces as 


NORTH CAROLINA 


Studebaker—999 Tire and Battery 
Company, Hickory. 

Rockne—Bowles Motor Car 
pany, Inc., Fayetteville 

NORTH DAKOTA 

Rockne—New Salem Mercantile 

Company, New Salem. 
PENNSYLVANIA 

Hupp—Ralph W. Cook, Inc 
tributor), Philadelphia. 

Studebaker—-Harris Hotel Garage, 
McConnellsburg; Forest Kresge, Say- 
lorsburg. 

Willys-Overland—Llanerch Motor 
Company, Llanerch; Kuntz Motor 
Company, Mahaffey: 
Company, Pittsburgh 

Rockne—W. A. Nolte, Cora polis; 
J. W. Wealand, Lebanon; A. J. 
Shucker, Pine Grove; H. W. Muth, 
Perkasie; Damush Garage, Shenan- 
doah 


‘als- 


OHIO 
Graham- Paige 
Sales, Sandusky 
Hupp—Seits Motor Sales, Bucyrus; 
G. M. McKee, care Stoll Service Sta- 
tion, Cincinnati. 
Willys-Overland—Washburn Molor 
Company, Ironton. 
Rockne—Perry Grace Auto Com- 


Tumme! 


pany, Cuyahoga Falls; Blaettner 
Auto Company, Pomeroy; Johnson 
Motor Sales, Delaware: Demoret 


Motor Car Company, Lockland St. 
Bernard Garage, St. Bernard; Ken- 
nedy Garage, Botkins. 

Studebaker—Lee Moto: 
Columbus. 


SOUTH CAROLINA 


Hupp—Columbia Auto Company 
(distributor), Columbia; Mutual 
Auto Company (distributor). Green- 


Company, 


ville, 
SOUTH DAKOTA 
Willys-Overland—Hochhalter Mo- 
tor Company, Herrick. 
Rockne—Elmer F. Scott, Cham- 


berlain. 
TENNESSEE 
Hupp—Fackard Memphis Ine 
(distributor), Memphis. 
Willys - Overland — Mille: 
Company, Nashville. 


Motot 


Com- | 


| 


| 


TEXAS 
Hupp—Franklin Motor Car Com-| 
pany, Waco 
Studebaker—Palacios Auto Com- 
pany, Inc., Palacios; Mansur Mo-| 
tors, Brownsville; D, Stahl & Sons, 
New Braunfels. 
Rockne — Claude D, McDonald, 
Mount Pleasant. 
VIRGINIA 
Hupp—Anderton Auto Company, 


Inc., Richmond. 


Studebaker — Dowell-Barr Motor 


Fred G. Hoag, | Corporation, Charlottesville 


WISCONSIN 


Rockne—Theo, Fryklund, Prentice. 


| 


business in 
most rigid | 


| 


any- | 
thing else to build up good will anc} 
between the 





they | 


| 
| 


| 


Corliss Moto 


Motor 
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SPONSORED AND 
GUARANTEED BY 


STUDEBAKER 


May registrations 


in 34 states show 


2042 GAIN 


over April 


ASTER and faster, the sensational 
low-priced Rockne is moving up in 


the registration column. 


April sales to the public were larger 
by far than those of March. May sales 
to the public in the 34 states that have 
reported up to June 21 are 25.4% more 
than those of April—and every indica- 
tion is that June will emphatically sur- 


pass May. 


This year’s public — keenly apprais- 
ing values—finds the Rockne immeas- 
urably superior in every detail of style, 
speed, stamina and all around service- 
ability. 






FREE WHEELING AND FULL SYNCHRONIZED SHIFT 
... SILENT SECOND SPEED... NEW SWITCH- 
KEY STARTING... 4-POINT CUSHIONED POWER 


On the hills and on the straightaway, 
on the turns and on the getaway, the 
Rockne is literally running away from 


And the thousands of 


competition. 


Rocknes in service—the thousands of' 


satisfied Rockne owners—are combin- 
ing to give this aerodynamic marvel of 
an automobile a reputation it takes 


years for most other cars to attain. 


Get in on the Rockne franchise now 
— it’s the fairest in the industry. There’s 
plenty of open territory even in large 
cities because the Rockne is marketed 
through dealers only. Write or wire for 


the Rockne proposition today. 


ROCKNE MOTORS CORPORATION 


(A Studebaker subsidiary company) 
DETROIT, MICHIGAN 


Closed bodies wired for radio. 


“en 


. 
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